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°55 Auto Shows to Reach 
Peak in Promotion, Cost 


By Robert M. Lienert 
Associate Editor 

oo most glittering, star-span- 

gled auto show season in a gen- 
eration will have its triple premiere 
Saturday (Jan. 8) when the '55 
models make their show debut in 
three cities—Chicago, Houston and 
Washington, D. C. 

Spectacular displays will follow 
in close order through the spring 
months in dozens of cities scat- 
tered across the U. S., with record 
attendance forecast in most in- 
stances. 

With every maker offering new 
models with fresh styling, ad- 
vanced engineering achievements 
and exotic colors and trim, show 
sponsors hope to lure droves of 
potential customers. 

* * 
pus polished and petted stars— 
the new cars—will not go into 
their show appearances unsup- 
ported. 

Increased advertising and promo- 
tion have been stressed. Advance 
ticket sales have been pushed. Dec- 
orations are the most lavish in 
_history and, in several cities, show |= 


Inside 
Standouts 


e First article in new series: 
Ex-NADA presidents ana- 
lyze industry problems in 
“Dealers Tell Me,” Page 3. 


Truck dealerships can 


thrive through service. 
Page 9. 


Industry seers optimistic 
over.business prospects. 
Page 2. 


Sales champ tells how he 
sells cars, not profit. His 
methods outlined, Page 6. 


Truck highlights, Page 9. Used-car 
auctions, Pages 6, 18. Production 
by makes, Page 28. 





plans are being readied on a “spare- 
no-expense” basis. Topflight enter- 
tainers will es the new 


» Independents 
Set to Wind Up 
*559 Car Roster 


INAL entries in the ’55 car derby 
will move into contention this 
week with press announcements by 
five independent makes. Next 
‘s #ssue of Automotive News 
will feature* ‘all’ these announce- 
ments. 


Thotemveghe and mechanical 
details will be released by Nash 
Jan. 4; Packard Jan. 5, and Hud- 
son, _ Kaiser and Willys Jan. 6. 
= Studebaker, the other independ- 
ent* alibe, was announced in Sep- 
tember. 

All this week’s entries are timed 
to preface the Saturday openings 
of dealer auto shows in Chicago, 
Houston and Washington. In many 
instances, however, local dealers 
will not be able to begin showroom 
displays of the '55 models until 
later this month. 


* * * 


- NOVEMBER, Hudson and Nash 
dealers introduced ’55 Metropoli- 
tan and Rambler cars. These lower- 
priced models were slightly 
changed from ’54 except for dis- 
tinguishing nameplates. 

The Kaiser-Willys unveiling of 
’55 cars will formally mark the 
passing of the Henry J line, which 
has been discontinued. 

American Motors began pro- 
duction of 1955 Nash and Hudson 
models from a single assembly 
line in Kenosha last week after 
@ record 10-day changeover. 

Packard and Willys have been 
producing 1955 models for several 
weeks. However, the 1955 Kaiser is 
not in production as yet. 
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Chrysler strike caused the loss of 
14 hours at Plymouth and four 
hours at Dodge. 
7 
by output for the year was only 
10.2 percent under 1953, while 
truck turnout slipped 15.3 percent. 
Both declines, however, were much 
less than anticipated by many in- 
dustry observers a year ago. 


As late as the end of October, 


Truck Output 
Is 1,024,000 


Chevrolet Tops Ford, 
GM Gets 52 Pet. in 
Industry’s 3rd Best 


By Thomas M. Hewitt 
Staff Writer 
7s U. S. auto industry last 
week closed its books on 1954 
with production totals of 5,508,075 


* * 





Top Cars 


New-car registrations for 10 
months, plus nine states for No- 
















cars and 1,024,166 trucks. vember: 

It was the third-highest car out- | '954 Pos. Make 1953 Pos. 
put year in history but only the| 1—1,151,924 Ford 917,128— 2 
eighth-best truck year. The top two| 2—1,131,502 Chev. 1,163,720— 1 
car years are 1950 and 1953, while| 3— 438,721 Buick  396,246— 4 
each year from 1947 through 1953} 4— 346,613 Olds. 267,853— 6 
topped the 1954 truck volume. 5— 318,737 Plym. 510,768— 3 

The Big Three accounted for o area — ne Sle 
a new record of 95.9 percent of | 37 154’aog Deda oom ; 
total car output, compared with | 9 ‘9,’ ge 834— 
91.1 percent in 1953. 91,563 Cadillac 383,060—13 

General Motors built an alltime ame Chrysler es 
high of 52.2 percent, compared with | 1)— iam — 41, - 
45.6 in 1953; Ford Motor climbed| [7 (oath nash een ae 
to 30.6 percent, against 25.2, and 14— 34.720 P 500 — 14 
Chrysler Corp. declined to 13.1 per-| )— 31’ Lins — aso 

ent from 20.3. It also was the first 16— o Hud. 35,37 

sal in which GM passed the 50 30,58 son §=658,945—15 

ent mark. 17— 15,746 Willys 38,577—16 
$l Ue Ba 18— 8,122 Kaiser 21,414—18 
ORD division in December snap-| %— 1119 Henryd  10,161—19 
ed all postwar monthly pro- 22,631 Misc. 27,755 
duction records, but its efforts were Total All Makes 
4,562,580 4,919,130 


not jenough to overtake Chevrolet 
for the year’s output lead. Chevro- 
topped Ford by 19,629 cars— 
1,414,286 to 1,394,657. In 1953 Chev- 
rolet beat Ford by 293,112 cars. 

Car production last week 
dipped 0.9 percent from the week 
earlier because of the wildcat 
strike at Chrysler Corp.’s Auto- 
motive Body division, and truck 
output declined 2.3 percent be- 
cause of inventory shutdowns at 
Studebaker, Reo and Willys. 

The totals, according to Automo- 
tive News estimates, were 123,560 
cars and 18,190 trucks. In the pre- 
ceding week output amounted to 
124,719 cars and 18,619 trucks. Auto 
makers worked only 4% days in 


Further details on Page 26. 














NEW- -CAR dealers hope to keep 
the year-end sales snowball roll- 
ing through January and get 1955 
off to a thumping start. 
It is possible that sustained 
momentum from December drives 


both weeks because of holidays. The| could make this month shape up 





Milwaukee-Area Dealers Elect— 


From left: Murel Humphrey, new president of the Milwaukee County Automobile 
Dealers Assn.; A. N. Farrow, outgoing president; Richard C. Quinlevan, vice-president; | 
Robert Schwartzburg, secretary, and Harold Duckler, treasurer. 


Sales Enter ’55 in High 


Auto Momentum Expected to Carry Over; 
January Record Possible 


This Issue Includes the monthly 
TRUCK SECTION 


$8 Per Year, 25c Per Copy 





Big Three Builds 96 Pet. 
— Of Year’s 5,508,000 Cars 


the car level was running 18.3 
percent behind 1953, but the early 
model changeovers allowed auto 
makers to turn on the steam in 
November and December. 

Car production rose from 236,629 
in October to 508,442 in November 
to 640,196 in December. 

The December car total was the 
highest since October, 1950, when 
659,371 units were produced, and 
was the top December in history. 
Output in December, 1953, 
amounted to 395,850 cars. 


* * * 


ILE 1954 was not a peak year, 

two makers — Cadillac and 
Oldsmobile — set alltime records. 
The only other firms to surpass 
their 1953 levels were Buick and 
Ford division. 


Several makes shifted positions 
during the year (see accompany- 
ing table). Buick rose to third 
place on the production ladder, 
up from fourth in 1953; Oldsmo- 
bile climbed to fourth from 
seventh, and Cadillac moved to 
ninth from thirteenth. 

Hudson and Nash last Monday 
(Dec. 27) began 1955-model output 
but were slow in building up sched- 
ules. « 

& * * 

TUDEBAKER remained down 

last week but will resume 
assembly operations today (Jan. 3). 

Both Chevrolet and Pontiac 
boosted their schedules last week 
while most other makers held 
even. 


Ford, which broke 18 
(See PRODUCTION, Page 28, Col. 5) 
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saleswise as the best January in 
history. 

In the past, top sales in January 
have been: 1951 — 472,766; 1953 — 
386,221, and 1950—381,562. 

The record January (1951) was 
preceded by the alltime high De- 
cember, with 552,259 cars sold in 
the 1950 month. 

* A * 
ARKET observers believe that 
when total registrations for 
December, 1954, are counted, they 
may show that last month exceeded 
1950’s record count. 
They reason that, on the basis 

of the 1951 performance when a 

record January followed a record 

December, this month could well 

follow the trend for smashing 

sales marks. 

Even if this month’s total falls 
short of 472,766, it should top 386,- 
221 to become the industry’s second- 
best January. 

Heavy action in the retail mar- 
ket places last month was traceable 
to allout drives in the battle for 
sales leadership. It was helped 
along by keen interest displayed in 
the new ’55 models. 


x « * 

[FSALERS say that business 

picks up noticeably in all lines 
whenever a new model of any make 
is introduced. January sales should 
get an extra kick from the virtually 
simultaneous debuts of the 1955 
Nash, Hudson, Packard, Willys and 
Kaiser models. 

It is certain, too, that sales 
(Continued on Page 4, Col. 1) 
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5,750,000 Car Sales Seen... 


New 1955 Forecasts 
Add to Optimism 


DETROIT.—The brigade of opti- | 
mistic prophets for 1955 business | 
swelled larger last week and added | 
to its ranks a forecaster who ex- 
pects 1956 to fare even better than 
the current calendar year. 

Looking beyond '55 was the Alex- 
ander Hamilton Institute, a New 
York business analysis agency. It 
cited “a good possibility that gen- 
eral business in 1955 will show a 
moderate recovery from the 1954 
recession, and that 1956 as a whole 
will be an even more prosperous 
year than 1955.” 

Few auto industry and business 
leaders, however, ventured fore- 
casts past ’55—but these all be- 
spoke confidence that last year’s 
production and sales records 
would be excelled. 

Thé Business and Defense Serv- 
ices Administration of the Depart- 
ment of Commerce estimated a | 
minimum production of 5,750,000 
cars, 1,000,000 trucks and 46,000 
truck trailers this year. This would 
give the industry its third best 
year, the bureau stated. 

A year-end report citing accom- 
plishments of 1954 and expressing 
optimism for the challenge of 1955, 
was issued last week by Henry Ford 
II, president of Ford Motor Co. 

Predicting a “moderate upturn 


in business generally,” Ford said: 
“During 1955 we intend to dem- 
onstrate more effectively than 
ever the thoroughness with which, 
for almost a decade the men and 
women of Ford Motor Co. have 
prepared for the return of really 


competitive conditions in the au- 

tomobile industry.” 

He said 1954 was also a good 
year for the “company’s car, truck 
and trailer dealers who were as- 
sisted in their selling job by a grow- 
ing preference for Ford products.” 
He noted the increase in Ford Mo- 
tor Co.’s market penetration from 
25.2 to more than 30 percent. 

James J. Nance, president of 
Studebaker-Packard, said in a 
year-end statement that he was 
banking on 1955 sale of 5,600,000 
cars, with S-P cars capturing “sub- 
stantially greater shares of their 
respective markets.” 

“New-car sales can—and should— 
exceed the estimated 5,410,000 sold 
in 1954,” declared Arthur O. Dietz, 
president of C. I. T. Financial Corp. 
He pointed out that the market 
will be increased by the fact that 
| 11,000,000 auto purchasers will make 
| their final loan payments this year. 

An upturn this year in domestic 
consumption of natural rubber 
was sighted by the Business and 
Defense Services Administration 
and by William S. Richardson, 
president of B. F. Goodrich Co. 
The BSDA estimated ’55 con- 
sumption of 1,250,000 long tons— 
up 3 percent from ’54—and Rich- 
ardson, 1,280,000—up 5 percent. 

General Motors President Harlow 
H. Curtice stated Thursday that he 
expected the new year to be an 
“excellent” one for American busi- 
ness, with auto production possibly 
exceeding the past year by 10 per- 

(Continued on Page 4, Col. 5) 





New Officers for Dayton Area— 
From left (seated): R. S. Jenkins, trustee of the Montgomery County (O.) Automotive 


Dealers Assn.; R. J. Rodgers, president; 


Jack Paddock, B. J. Borchers jr. and Cliff 


Lovett, trustees. Standing: Ray Rieger, trustee; Robert Shannon, vice-president; Edward 
Moorman, trustee, and Ralph E. Caverlee, secretary-manager. Other new officers are 
A. D. Shellabarger, treasurer, and Robert Simons and C. C. Vaniman sr., trustees. 





Out of Register 


One City’s Private Signers Run Second to Fleets 
In Rush of Year-End Listings 


TUDENTS of new-car registra- 
tions were entranced last week 
by a seven-day breakdown (Dec. 
16-22) from a middle-sized U.S. 
city. 
Among other things, it showed: 
' Of 98 Chevrolets registered, 
only 24 were in the name of what 
appeared to be private citizens. 
Of 90 Fords registered, only 33 
registrations were privately signed. 
Of the 74 other Chevrolets, 42 





Canadian Tire Makers 


To Fight Tax Ruling 


TORONTO. — Three Canadian 
tire manufacturers have said 
_ they will appeal a Tariff Board 
ruling that big retail corporations 
selling special-brand tires are not 
in the same .cjags as manufactur- 
ers. 

The beard has ruled the retail 
outlets exempt from excise and 
sales taxes on the selling prices 
of their tires. 











were registered to a rental system; 
14 to two, taxi firms; six to Chevro- 
let Motor Division; six to a busi- 
ness’ fleet account, and six to in- 
dividual business firms. 
x * cd 

O* THE 57 other Fords, 27 were 

registered to a fleet; nine were 
registered in the name of a selling 
dealer; eight were registered to 
three leasing firms; one to Ford 
Motor Co. and 12 to individual 
business firms. 

Ford and Chevrolet’s combined 
total of 188 registrations in the 
seven days of December compared 
with their combined total of 300 
for the entire month of November. 
_ Registration reports for cars 
and trucks combined, from an- 
other middle-sized city for the 
first 14 days of December, 
showed one of the two leading 
makes ahead of its arch-rival, 
166 to 34. 

Of the 166 cars of the leading 
make, however, 122 were registered 
in the name of one franchised 
dealership. 








Site of Chrysler Division's Expansion— 


Work is getting under way on a plant addition (blocked-in area) which will boost 
the Chrysler division's production capacity 40 percent. Note the bridge over Detroit's 


busy E. Jefferson Ave. 


It will contain part of a 14-mile-long body conveyor line, 


eliminating the need for truck traffic between the division's two main plant units. 








6 Series of *55 Cars Roll 
From Single AMC Line 


KENOSHA, Wis.—American Mo- 
tors Corp. reported last week that 
it had reached some of its major 
goals in record 
time as six series 
of 1955 Nash, 
Hudson and Ram- 
bler cars began 
flowing in se- 
quence from a 
single final-as- 
sembly line. 

Final pilot runs 
were completed 
last week after a 
10-day shutdown 
for model and 
equipment changeover. 

George Romney, president, called 
the integration of Nash and Hud- 
son production and basic construc- 
tion in less than eight months after 
the Nash-Kelvinator and Hudson 


George Romney 


Dec. Registrations 


‘Hit Year’s Peak 
Pace, Buick Says 


FLINT.—Buick dealers delivered 
at retail 33,366 new cars in the first 
20 days of December, Ivan L. Wiles, 
general manager, 
reported last 
week. 

This exceeded 
by a substantial 
margin the num- 
ber of deliveries 
made in the first 
20 days of any 
month this year, 
he said. It also 
represented an in- 
crease of 250 per- 
cent over the 





Ivan L. Wiles 





merger “a major engineering and 
production achievement.” 


“The rapid integration of Nash 
and Hudson production in a sin- 
gle location and the adaptation 
of common tooling for different 
lines of cars gives American Mo- 
tors competitive advantages in 
manufacturing hitherto enjoyed 
only by the Big Three,’ Romney 
said. 

“We expect the achievement, 
which reduced our tooling costs by 
at least $15 million, to save addi- 
tional millions annually.” 

Romney said the move was com- 
pleted four to six months earlier 
than was believed possible at the 
time of the merger May 1. 

AMC said it had been producing 
1955 Nash Rambler and Hudson 
Rambler cars at an increased rate 
since their introduction Nov. 23. 
When the Kenosha lines were 
closed for changeover to accommo- 


date 1955 production of Hudson|, 
Hornet and Wasp and Nash Am-|; 


bassador and Statesman series, it 


was said, Rambler orders were on |! 


a sold-out basis beyond January. 

E. W. Bernitt, automotive man- 
ufacturing and procurement vice- 
president, said the new subas- 
sembly and final-assembly lines 
at Kenosha represent an impor- 
tant advance. 

“Coordination of Nash and Hud- 
son production, which involves not 
only six different series of cars but 
also one of the widest range of 
power plants and transmissions in 
the industry, is as nearly automatic 
as modern engineering can 
achieve,” Bernitt said. 


AMC’s final assembly differs from 
others in the industry partly be- 
cause of the company’s body con- 
struction, he said. In conventional 


same period of 1953, Wiles said, add-| assembly, the car body is bolted to 


ing that current retail orders were|a separate chassis - frame. 


AMC 


nearly eight times greater than a| bodies are of the “single-unit” type, 


year ago. 

Wiles also said last week that 
Buick delivered more than 500,000 
new cars in 1954, the second time 
in history that its sales topped the 
half-million mark in a single year. 

Wiles said Buick’s record year 
was 1950, when it sold 556,000 cars. 

Buick rose to third place in sales 
last year. 


with the frame an integral part of 
the body structure. 

As a result, final assembly at 
Kenosha gains special efficiency by 
elimination of the separate chassis 
assembly operation, Bernitt said. 

Dealer shipments of the 1955 
Nash and Hudson senior series will 
begin immediately, it was said. 
Rambler shipments were resumed 
last week. 


Business Barometer 


Auto production — 141,750 cars, 
trucks in week vs. 86,586 year ago. 

Bankruptcies — 213 in week vs. 
162 year ago. 

Commercial Exports — $10,445,- 
600,000 during the Januvary-October 
period vs. $10,091,100,000 a year ear- 
lier. 

Copper Shipments—114,392 tons 
in November vs. 116,232 in October. 

Business Volume — 106.4 percent 
of 1935-39 index vs. 104.1 year ago. 

Department-Store Sales—3 per- 
cent ahead of year ago. 

Freight Loadings — 641,871 cars 
vs. 618,434 year ago. 

New-Car Sales—4,562,580 in last 
week of '54 vs. 4,919,130 a year ear- 
lier. 

New-Truck Sales—707,335 in last 
week of '54 vs. 799,856 the preceding 


Tec 


Rubber Use—110,445 long tons in 
November vs. 96,132 year ago. 


Steel Output—77.4 percent of ca- 
pacity vs. 72.4 last week. 

Used-Car Price Index — $683 
overall December average vs. $711 in 
November. 


Wholesale Prices—109.4 percent 
of 1947-49 index, unchanged from 
previous week. 

* * * 


Common Stocks 
Dec. Dec. 1954 
29 22 High 
Am. Motors 11% 115% 14% 
Chrysler 70% 70% 72% 
97 9% 97% 
2 1% 25% 
13% 13% 14% 


39.02 38.85 


Low 
9% 
56%, 
58%, 
1% 
10% 


Average 











| the National Con- 








Chrysler to Boost 
Capacity 40 Pet. 


Division’s Body Line 
To Stretch 14 Miles 


DETROIT.—The Chrysler division 
last week announced plans to in- 
crease production capacity 40 per- 
cent with the addition of a multi- 
million - dollar new manufacturing 
plant. 

E. C. Quinn, president, said that 
the plant would feature the long- 
est and most modern continuous 
conveyor system in the auto in- 
dustry. 

A 14-mile-long body conveyor line 
will bridge one of Detroit’s main 
traffic arteries, nine-lane East Jef- 
ferson Ave. 

Construction of the two-story 
plant building, which will house 
both body subassembly and paint- 
ing departments, will enable Chrys- 
ler to step up production from 54 
bodies an hour to 75. Car-output 
capacity will be boosted to more 
than 1,200 units a day. 

A. M. Fleming, manufacturing 
vice-president, said the building 
program would increase the divi- 
sion’s manufacturing space to al- 
most four million square feet. 

“The bridge across E. Jefferson 
will house conveyors to carry car 
bodies from the new plant to the 
final-assembly line building south 
of Jefferson, eliminating the pres- 
ent truck traffic between the divi- 
sion’s two principal plants,” Flem- 
ing said. 


Ford Lays Claim 
To Victory in 754 


Car Sales Race 


DEARBORN. — The Ford divi- 
sion’s new-car sales in the first 20 
days of December 
were the highest 
of any 20-day pe- 
riod in the post- 
war era, L. W. 
Smead, general 
sales manager, 
said last week. 

Smead said pre- 
liminary figures 
indicated that 
December would 
show more sales 
for Ford than any 


L. W. Smead 
December in the company’s history. 


There “is no question in our 
minds,” he said, that Ford will 
have won sales leadership for 1954 








E 


when all the registrations are tabu- 3 


lated. 
Smead added that Ford car sales 
to customers in 1954 are higher 


7 


than for any full year in almost | 


three decades. 

He said that Ford car sales from 
Jan. 1, 1954, through the first 20 
selling days of December were 
higher than for any complete year 
since 1925. 


& 


% 
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Smead asserted that sales duchies | 


the first six weeks since introduc- 
tion of 1955 models have exceeded 


sales during any introduction pe- | 


riod in the division’s history. The 
1955 Ford was introduced Nov. 12, 
six weeks ago last Friday. 


Colbert Named 


Heads Special Gifts Drive 


For Faith Goodwill 


NEW YORK.—L. L. Colbert, pres- 
ident of Chrysler Corp., has been 
named chairman 
of the 1955 special 
gifts campaign of 


ference of Chris- 
tians and Jews, it 
is announced by 
Roger W. Straus, 
board chairman, 
American Smelt- 
ing & Refining 
Co., who is na- 
tional co-chair- 


man of the NCCJ L. L. Colbert 


and chairman of its finance com- § 


mittee. 


As chairman, Colbert will lead a > 


country-wide effort to raise $500,- 
000 of the required $2,320,900 budg- 
eted this year to finance a program 
for building goodwill and under- 
standing among Protestants, Cath- 
olics and Jews. 

The drive will be launched simul- 
taneously with the observance of 
Brotherhood Week Feb. 20-27 
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Rates with TNT, Insurance Firms Say .. . 


Danger Lurk ks in Dealerships 


Dealers tell w+ 


By John 0. Munn 


I AM delighted to have as the 

first guest conductor, as I start 
with my wife a two month’s vaca- 
tion, David E. Castles, one of the 
elder statesmen of this industry. 
Dave is known and respected 
throughout the land. He was born 
in Kansas City in 1893 and- by 
1909 he was working in the parts 
department of the Buick Motor Co. 
in Dallas. He became a Buick 
dealer in St. Louis in 1915. 

While he was still young he 
received all the honors that the 
trade can bestow on one individ- 
ual, having served as president 
of the St. Louis Automobile Deal- 
ers Assn., the Missouri State 
Automobile Dealers Assn. and the 
National Automobile Dealers 
Assn. He also served for many 
years as treasurer of NADA. 

One of his outstanding industry 
contributions was serving as chair- 
man of a committee of dealers who 
raised over three million dollars 
from General Motors dealers to be 
contributed to the Sloan-Kettering 
Cancer Foundation. 

He is not only an active dealer 
with a ripe experience, but is 
always willing to share his knowl- 
edge with those -who entered the 
field at a later date. Here is 
Castles’ guest column: 


* * * 


Early Periods 
:* IS said, probably with much 
truth, that reminiscense is a 
sign of old age. However, the past 
with its experi- 
ence is the basis 
from which we 
size up the fu- 
ture. 

Our business is 
classed as a 
young business, 
although it has 
had more than 50 
pretty active and 
interesting years, 
and has survived 

Dave Casties some severe 
growing pains. In the first decade 
of the car business, dealers were 
not of much importance; few cars 
were built, and the sale of the few 
was not much of a problem. Many 
cars were sold directly by the 
maker to the user. 


In the nineteens, the place for 
distributors and dealers was 
more important; service and re- 
pairs were needed, and a few 
used cars had to be traded and 
placed with new owners. Things 
were pretty rosy and expansion 
was smooth and satisfactory 
until the early twenties when’ we 
ran into a short, but severe, 
recession. Money was scarce; 
banks looked at automobile 
paper with dull and mostly nega- 
tive eyes. The Federal Reserve 
banks wanted no part of automo- 
biles, or automobile paper. 

The outlook was bad. What hap- 
pened? Everything for the best. 
Finance companies, some factory 
inspired, grew up; cars on time, 
paid for as used, became available 
to millions, and markets, only 
dreamed of before, became a 
reality, and expansion really set in. 
Then the twenties, the glorious 
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twenties, when anything on wheels 
that would run, without oats, 
found a ready and waiting market. 
Wonderful days, those. 

Then came the great depression; 
losses, bankruptcies, defaults and 
worse hit the industry. Production 
went down and down; factories 
closed, and only the hardy among 
producers and dealers survived. 
Then came the upswing, and by 
1937, prosperity had returned, and 
those who had weathered the 
storm, were rewarded for their 
efforts and all was well again. 

* * + 


Hard to Kill 


7 prosperity set in late in the 
thirties and in 1940, climaxing 
in 1941. Then the black days of 1942 
—War, factories closed, so far as 
automobile production was con- 
cerned, new cars frozen, tire stocks 
frozen, prices frozen, rationing, 
used-car price ceilings threatened, 
controls on everything and income 
at the vanishing point. Then came 
the low spot when ceilings were 
clamped on used cars, with not 
many used cars to be traded, new 
cars about all rationed, manpower 
almost non-existent. 





NEW HAVEN, Conn.—The spe- 
cial problems and requirements of 
insurance for automotive dealers of 
all kinds are the subject of the new 
quarterly bulletin to agents of the 
Security-Connecticut Insurance 
Companies, New Haven. 

Automotive sales and service, ac- 
cording to the bulletin, come close 
to being the most dangerous work 
in the world. 

“A test pilot, a steeplejack or a 
dirt-track race driver,” the bulle- 
tin states, “takes more chances 
with his life. But when it comes 
to taking chances with a bank 
account, there are few businesses 
that can match automotive sales 
or service. There can’t be many 
ways to earn a living with so 
many opportunities for people to 
make expensive mistakes — and 
even to have heavy catastrophe 
strike that really was nobody’s 
fault. 

“Perhaps you never thought of it 
this way, but automobiles and gaso- 


But the industry was hard to kill. | ~ 


Some in power in Washington told 


us that 60 percent of us must pass | 


out of the picture as car dealers, 
but still we hung on. 

Then peace, followed by 
strikes, unrest and doubt. Came 
1946, with new production and 
four lush years, and two more 
years better than average. Some 
place in late 1952, or early 1953, 
production caught up with de- 
mand, and late in 1953, supply 
exceeded demand in a large way. 
Many evils followed. 

Bootlegging, always present in 
some degree, became a major irri- 
tant. Cross selling, blitz sales, price 
cutting and over-allowances all in- 
creased in volume and visciousness. 
What has been termed “normal 
competition” moved in. 

Now it seems that we are in new 
territory, and have new problems. 
Production facilities are such that 
our industry can produce two cars 
for every buyer (note, I say OUR 
industry. I like to feel that those 

of us in the retail end of the 
business are still a part of the 
team). I am in complete agreement 
with factory officials who say that 
it would be rank folly for one man- 
ufacturer to reduce his production 
to aid the dealers of that line. 

Such a plan would be suicidal 
both for the manufacturer, and for 
his dealers. I also agree that under 
existing law, it would be illegal for 
manufacturers to agree among 
themselves arbitrarily to limit the 
total number of cars produced. But 
I cannot agree with the premise 
that more and more new cars will 
cure all of our ills. I submit that 
it is entirely possible with the 
combined facilities of our factories 
to greatly overproduce. 

* ~ * 


Let’s Face Facts 


UR situation seems to be not so 

much misjudgment of the mar- 
ket, as a mis-calculation of the 
division of the recognized potential. 
It is not a very serious matter for 
the statistic and economic brains 
in Detroit to measure the replace- 
ment market; the market due to 
increased population, increase in 
multi-car families, etc., and come 
up with a very accurate forecast 
of the cars needed. But at that 
point, something happens to knock 
the figures into a cocked hat. Each 
manufacturer sets his sights for a 
percentage of the total market 
which he decides is his rightful 
share. 

When all of the figures are in, 
we have a total production and 
sales objective of about 200 percent 
of the known market. This is free 
enterprise at work, and until we 
have a better plan, let’s stay with 
it, but let us also honestly face 
the facts. We simply cannot go on 

(Continued on Page 6, Col. 4) 





| line are second only to dynamite 
and atomic energy in their poten- 
| tial for damage.” 

The bulletin lists a number of 
| special problems that an agent or 
broker must deal with in providing 
adequate insurance for automotive 
outlets of all kinds. Among these 
are questions of liability for pleas- 
ure use of company-owned cars, use 
of cars not owned by the firm, 
grease hoists, property of others in 
care of the insured, medical pay- 
ments and product liability. 

A special check-list of insur- 
ance for all types of automotive 
and farm implement sales and 
service is offered in the bulletin, 
as well as a folder not designed to 
be cheerful reading. This is illus- 
trated by a cartoon showing the 
numerous possibilities for claims. 
Here is what the folder says: 

“To a careful lawyer a little 
thought about the business of oper- 
ating an automobile sales agency, 
repair shop, service station or park- 
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When Lady Luck Takes Day Off-— 


No, this is not a contest with a big cash prize. But a dealer can save the cash he 
has if he’s not hit by lawsuits caused by these examples of employe carelessness. 





L. A. Police 


City Officials, BBB Warn Dealers of Crackdown 


On Low-Down 


LOS ANGELES. — Auto dealers 
who offer cars at no downpayment, 
$25 or $100 down and then do not 
deliver on those terms are headed 
for trouble, according to the Los 
Angeles law enforcement officer. 


“Using false low downpayment 
appeals as ‘bait’ to get prospects 
to their place of business is de- 
ceptive and misleading and we 
can prosecute under laws which 
prohibit false advertising,” de- 
clared Donald M. Redwine, as- 
sistant City attorney and head of 
the criminal division. 

Redwine’s statement followed a 
conference at City Hall between 
Better Business Bureau officials 
and representatives of the city at- 
torney’s office. 

Robert M. Sample, BBB vice- 
president, told the group that an 
extensive study by his organization 
revealed the low downpayment of- 
fers are strictly “bait.” 

“We have yet to find a case 
where the dealer actually will 
take less than one-third down,” 
Sample declared. “If you only 
have $25 or $100 to pay down, 
they insist you take ou; a furni- 


Buffalo Opens Its Heart 


BUFFALO.—The Automobile 
Salesmanagers Assn. of Buffalo has 
presented two wheel chairs to both 
the Crippled Childrens Guild and 
the Wheel Chair Home. In addition, 
$50 donations were made to the 
Good Fellows Fund and the News- 
Rotary Crippled Childrens Fund. 


Hit Bait Ads 


payment Offers 


ture loan, salary loan or some 
other type loan to make up the 
difference between their offered 
amount and 30 percent of the sale 
price. 

“We even have reports in our 
files which show that dealers have 
tricked buyers into signing papers 
for the extra loan without the buy- 

(Continued on Page 4, Col. 1) 
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On the House .. . 


“Bootlegging Can Boomerang,” says an item in 
the Kentucky dealers association bulletin, which 
goes on as follows: “Persistent wholesaling of new 
cars could very well prove to your factory the need 
of another enfranchised outlet in your “zone of in- 
fluence,” and the factory might do just that. Boot- 
legging is only temporary relief, if at all, plus the 
degrading and cheapening of the product”... 

If NADA’s influence is to be strong, strength 

must be reflected in increased membership, em- 
phasizes President Charles Freed. At latest count, 
Iowa was leading all states in the NADA mem- 
bership drive, with 85 out of its 100 quota ...In 
Buffalo association, Martin Echtenkamp will rep- 
resent Lincoln-Mercury and Henry Cohn the Nash dealers ... Paul 
Kirk has quit business and resigned as director on North Carolina 


Missouri association is urging its members to contact their “make” 
committees before Jan. 18 meeting ... 
added five new members, Buffalo three . 
aided Moose Lodge in providing 300,000 toys for town’s needy chil- 
:.. This mugg is saying goodbye for a couple of weeks while 
he rests up for the NADA convention in Chicago, Jan. 29-Feb. 2. 


ing lot is enough to turn his hair 
white overnight. 


“Concerned as he would be about 
large suits for damages, our careful 
lawyer would first think of the pos- 
sibilities in the number of different 
cars that are driven around your 
place of business and away from it. 
There are the cars you, your associ- 
ates and your employes own. 


Then there are your customers’ 
cars being constantly moved around 
your place and probably called for 
and delivered. Thousands of times 
a year there’s the chance that one 
of the cars in your care will hit an 
absent-minded customer—or your 
business neighbor who came in to 
pass the time of day. Just one acci- 
dent like that could bring a judg- 
ment against your business of $100,- 
000!” 

Next the lawyer might ponder 
the value of customers’ property 
in a dealer’s charge. A thought- 
lessly thrown cigarette, a spark 
from a dropped tool igniting oily 
waste—and boom! Fire or explo- 
sion might destroy every car on 
the place. Once it starts, with lots 
of gasoline around, it’ll be hard 
to stop. 

“Even if only four or five cars 
blow up, it’s a cinch to cost some- 
body $10,000 or $12,000,” the bulletin 
says, adding: “Somebody? Probably 
you! Yes, the customers’ cars will 
be insured but their insurance com- 
panies can—and will—collect from 
you if negligence can be shown. Are 
you prepared to bet your own and 
your family’s fortune and future 
that none of your employes will 

(Continued on Page 25. Col. 1) 


Pass President’s 


Gavel to Dunn 


SEATTLE. — The Seattle Auto- 
mobile Dealers Assn. has elevated 
Vice-President Robert B. Dunn to 
the presidency. He succeeds Harold 
L. Steiner. 

Former Treasurer Albert W. 
Hauck was named vice-president, 
while E. P. Cochran, immediate 
past secretary, was named treas- 
urer. The secretary’s office went 
to Frank L. Hawkins. 

Elected to three-year terms as 
trustees were John E. Blume, Lee 
Moran and Gordon Powell. They 
succeed Ralph E. Malone, Henry J. 
Rahe and Steiner. Holdover trus- 
tees include M. O. Anderson and 
Richard A. Smith. 

Staff members are Edward L. 
Rosling, counsel; Dean D. Ballard, 
labor-relations counsel, and Thomas 
R. Gilson, manager. 

Meantime, the board confirmed 
Jan. 21-30 as the dates of the 
annual auto show at the Field 
Artillery Armory, indicating that 
its sponsor, the Seattle Auto Show 
Committee, would donate the net 
proceeds to the Children’s Ortho- 
pedic Hospital. Thomas S. Hender- 
son is show chairman. 


Kentucky association has 
. . Chicago Ford dealers 


—Pere Wemuorr, Editor, 
Automotive, News 
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January Record Possible .. . 





Sales Momentum High 
As New Year Begins 


(Continued from Page 1) 


pressure in the Ford-Chevrolet 
race will be reduced only slightly 
as the industry heads into the 
new year. 

Perhaps some of the questionable 
registrations which ballooned the 
December count will be sifted out 
in January business, but analysis 
still view January as a month with 
exciting potential. 

With today the first sales day of 
the new year, dealer optimism will 
rise or fall with developments dur- 
ing the month. 

” . * 
GOOD start could mean a lot. 
Last year, new-car sales made 
a startling recovery in March, 
April, May and June after getting 
off to an extremely shaky start in 
January and February. 

If industry predictions of 5,- 
750,000 new-car sales in 1955 are 
to come true, the margin over 
1954’s estimated total of 5.5 mil- 
lion could well be established in 
the first two months of 1955. 

At the rate new cars are being 
built, sales will have to hold at 


L. A. Police Warn 
Bait Advertisers 
Of Prosecution 


(Continued from Page 3) 


ers knowing what they were sign- 
ing,” he said. 

Sample continued, “One man told 
the Better Business Bureau that he 
only has $200 a month income and 
wound up obligated to pay $120 per 
month for three months. The car 
payments were $40 per month but 
he had to make $20 per week pay- 
ments on a personal loan which he 
didn’t even know was involved.” 


Redwine cited a case from ap- 
pellate court decisions where an 
advertisement of this kind “al- 
though literally true, was never- 
theless deceptive and misleading 
in its implications. It added that 
this is sufficient to bring it (the 
ad) under the ban of the statute.” 

Redwine also said that under cer- 
tain conditions auto contracts such 
as these might be voidable through 
civil action. 

It was pointed out at the confer- 
ence that some dealers are endeav- 
oring to get around the situation 
by offering “$25 down payment on 
approved credit.” This also was 
termed misleading and deceptive. 

The meeting also brought out 
that some dealers have been quoting 
the buyer one set of terms and then 
writing different terms into the 
conditional sales contract. 

Redwine also said that dealers 
outside the city limits who make 
false and misleading offers with- 
in the city by any advertising 
medium can be prosecuted by his 
department. 

The conference also was attend- 
ed by Robert B. Burns, chief deputy 
in the criminal division; Philip E. 
Grey, deputy; C. W. Dessart, auto- 
oe trade consultant for the 


Testing Society 


Meets Jan. 31 


CINCINNATI.—About 1,250 per- 
sons are expected to attend the an- 
nual Committee Week conference 
Jan. 31-Feb. 4 of the American So- 
ciety for Testing Materials. Head- 
quarters will be the Netherland 
Plaza Hotel here. 

Some 30 of the society’s 75 com- 
mittees have indicated their inten- 
tions of meeting during Committee 
Week, and there will be a total of 
about 300 committee and subcom- 
mittee meetings spread over the 
five-day period. 

A “Symposium on Basic Effects 
of Environment on Strength, Scal- 
ing and Embrittlement of Metals at 
Elevated Temperatures” will be held 
at two sessions, Feb. 2 under the 
chairmanship of E. A. Davis, West- 
inghouse Electric. 





high levels in the initial months of 
1955, or dealers will go into the 
spring market with some of the 
largest stocks of cars they ever 
have had. Optimists say stocks 
can’t be too high when balmy 
spring days return. Others in the 
industry aren’t too sure. 
mm - * 

N THE used-car market, retail 

business hag begun to show a 
slight pickup, although sluggish- 
ness pervades the wholesale arenas. 

There were few eager bidders 

last week in the wholesale mar- 
ket. As a result, the ratio of sales 
to offerings was at its lowest 
point in six months and the aver- 
age price of all models declined 
still further. 

With new-car sales running at 
floodtide, tradeins are flowing onto 
dealer lots, and wholesale markets 
are sufferings. Although used-car 
men expect prices to drift still 
lower, they feel that the wholesale 
trade will pick up again later in 
the winter. 

According to Automotive News’ 
index, the overall average price of 
cars sold last month was $683, or 
$6 less than the average for the 
partial month established in the 
preceding week. 

* * * 
NLY ’47s, the oldest model 
listed, escaped the downtrend 
by going up $1 to $175. All other 
models declined as follows: 

Forty-nines, down $10 to $304; 
48s, down $10 to $209; ’54s, down 
$8 to $1,793; ’50s, down $7 to $446; 
53s, down $6 to $1,147; ’51s, down 
$5 to $589, and ’52s, down $3 to 
$804. 

The declines established new low 
prices for all models except ’54s, 
48s and ’47s. 

The price range between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): '54 to ’53 $646 ($648); ’53 to 
52, $343 ($346); °52 to ’51, $215 
($213); ’51 to '50, $143 ($141); ’50 to 
49, $142 ($139); °49 to '48, $95 (un- 
changed for second week), and 48 
to ’47, $34 ($45). 
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Grand Rapids Show— 





Optimism Grows 


On °55 Business 


U. S. Agency Expects 
5,750,000 Car Sales 


(Continued from Page 2) 


cent. He hailed the country’s long- 
range outlook because of a com- 
bination of a growing population 
and an expanding technology. 
Steel production also will move 
upward this year, according to In- 
land Steel President Joseph L. 
Block. His forecast was for ingot 
production of at least 100 million 
tons in 1955, barring major auto or 
steel strikes. About 88,000,000 tons 


Making final arrangements for the Grand Rapids (Mich.) auto show are (from left)| were produced last year. 
DeForest Poole, program advisor; Warren A. Shook (Chevrolet), general chairman, 
and David A. Gezon, of Gezon Motor Sales, publicity chairman. Show runs from Jan.|looks for a busy year, approaching 
10-15 in Furniture City's Civic Auditorium under auspices of local dealer association.|or equalling the record it set in 


°55 Auto Shows to Reach 
Peak in Promotion, Cost 


(Continued from Page 1) 


no matter how lovely the queen, 
she will be outdazzled by the cars. 
* * * 


cc. promotional devices be- 
ing used include traffic slogan 
contests, show poster contests and 
giveaways of new cars and other 
merchandise. 

A far cry are this year’s shows 
from the old days when exhibitors 
strung crepe- paper strands and 
hung up a few banners to decorate 
their spaces. Most shows for 1955 
have engaged professional decora- 
tors to trim the entire display area 
as a unified project. 

Ultramodern decor will be the 
rule. What promises to be one of 
the more striking decorative 
schemes is planned in Indianapo- 
lis, where the focal point of the 
show arena will be given to “danc- 
ing waters,” a fountain whose 
shape and colored illumination 
will constantly change. 

Top entertainers for the various 
shows fill out a star-studded bill: 
Fontaine Sisters, Ed Sullivan, 
Vaughan Monroe, Bill Lundigan, 
Sarah Vaughan, Joni James, The 
Gaylords, Ralph Flanagan, McGuire 
Sisters, Salt City Five, Ben De- 
Lyon, Crew Cuts, Kitty Kallen, 
Harmonicats, Don Cornell, Red 


Foley, David Carroll, Mills Broth- 
ers, Monica Lewis, Gil Lamb, Eddie 
Haddad and dozens of others. 

+ * 7 


HOWS which, for one reason or 

another, steer away from 
“name” attractions, will have spe- 
cial stage revues or will use local 
talent. 

While budgets, in most cases, are 
bigger this year than last, under- 
writing dealers are hopeful of get- 
ting their ante returned or making 
a profit. In some shows, a profit is 
virtually assured. In Seattle, where 
net proceeds will go for charitable 
purposes, the beneficiary already 
has been given a $2,500 guarantee. 

Some shows plan on spending a 
dollar for each anticipated vis- 
itor. In fact, the Quad City Auto- 
rama, Rock Island, DL, has budg- 
eted $34,000, although it drew 
only 22,000 visitors last year. 
Some sponsors have cut 
sion prices, expecting booming 
attendance to push up the total 
return. 

In the entire show picture there 
is but one gloomy spot—the diffi- 
culty of finding adequate space in 
many cities. For several shows this 
year, cramped quarters will be the 
rule. 


20 Years with Unionized Auto Labor 


By Joseph M. Callahan 
Staff Writer 

[wanrx years of living with 
the CIO Auto Workers have had 
an influence on the auto industry, 
but the extent of 
this influence evoked 
sharply conflicting 
opinions last week 
in Detroit from 
management and la- 
bor spokesmen at a meeting of the 
Industrial Relations Research Assn. 
The speakers were Frank Rising, 
manager of the Automotive and 
Aviation Parts Manufacturers 
Assn.; Jack Conway, administrative 
assistant to CIO President Walter 





Kurtis 500-M Makes Debut— 


Reuther, and Herbert Northrup, an 
industrial relations consultant, who 
took an outsider’s view. 

Rising admitted that “union in- 
fluence has been profound in some 
ways,” but added that the industry 
has been greatly influenced by 
other consumer groups, such as 
children and women. He said that 
management is also affected by lo- 
cation, weather, climate and many 
other factors. 

* *” = 


“RUT the unions have not pro- 
duced a new kind of manage- 
ment thinking,” Rising declared. 
He said that unions, by pushing 
up labor costs and by causing pro- 


The latest. product of Kurtis Sports Car Corp., Los Angeles, is the 500-M, which 
features a low silhouette and recessed treatment of door panels. The body is of 
composite steel and fiberglass construction, mounted on a tubular steel chassis. Torsion 
bar suspension is provided for both front and rear. The car is powered by a Cadillac 
230-horsepower engine. Top speed is more than 125 miles. It has 99-inch wheelbase 


and weighs 2,500 pounds. 


ductivity to decline, have been in- 
fluential in forcing some companies 
out of business and in producing 
some mergers. This influence was 
“exercised with a brutal disregard 
for logic,” he said. 
contention later was heat- 

edly opposed from the floor by 
Otis Brubaker, research director 
for the CIO Steelworkers. 

Brubaker said that his union had 
established a committee to investi- 
gate situations where the union 
was reportedly responsible for 
mergers and failures and that very 
few were traceable to union ac- 
tivity. 


* ® : 
ISING said he wouldn’t be sur- 
prised to see trouble stirred up 
in some auto plants next year be- 
cause of workers’ fears of automa- 
tion. 

Conway asserted that the 
“UAW has had a profound influ- 
ence on the auto industry, ex- 
tending far beyond the relation- 
ship between management and 
labor which is tacked together by 
the collective bargaining agree- 
ment.” He cited these results: 

1. Management has professional- 


'| ized its supervisory staff. 


2. Management has formed policy 
planning boards because “every de- 
cision that affects the worker must 
consider him.” 

3. Management now considers the 
union in making its decisions to 
build or not to build new plants. 

4. Management is now more 
prone to act in concert with other 
managements. 

5. Management’s labor-recruiting 
practices have been affected. 

* * 


Crowar said that in the past 20 
years there has been techno- 
(Continued on Page 7, Col. 1) 


Westinghouse Electric now also 


1954, said President Gwilym A. 
Price. The corporation anticipates 
an increase in orders of about 10 
percent, he added. 

H. E. Humphreys jr., president 
of U. S. Rubber, predicted 4 per- 
cent boosts in rubber consump- 
tion and replacement tire demand. 
He said 79,000,000 car tires and 
12,500,00 truck tires should be sold 
by the industry this year—a 91,- 
500,000 total comparing with 388,- 
000,000 last year and 94,000,000 in 
1953. 

A forecast that 1955 would see 
corporate profits of leading investor 
companies at new record highs 
was made by Charles A. Schmutz, 
president of Standard & Poor’s. 
The increase in dividend payments 
will be proportionately larger, he 
stated. 

The Alexander Hamilton Insti- 
tute said its forecast of a rising 
business curve this year and next 
is predicated upon conviction that 
there will be one more “minor cy- 
cle for business” before the end of 
a major cycle is reached. 

“The continuation of the pros- 
perity phase of the major busi- 
ness cycle beyond 1956 is open to 
serious question,” the Institute 
said. “After World War I ended 
in 1918, business did not suffer 
from any particularly serious set- 
back until the end of 1929, a pe- 
riod of 11 years. Toward the end 
of 1956, a period of similar dura- 
tion will reach completion.” 

Nance reiterated his belief that 
a trend toward individuality among 
U. S. car owners underpins S-P’s 
future role in the auto business. 

“As we enter this transition 
stage in the years ahead, we feel 
people will prefer a car of indi- 
viduality—especially when it can 
be had at a competitive price,” 
Nance said. 

Dietz cited five factors as indica- 
tive of an increase in new-car sales 
this year. They are: 1. An improved 
economic outlook; 2. Expansion of 
the auto market potential with the 
pay-off of loan obligations by 19,- 
750,000 purchasers in 1954-55; 3. 
Continuing growth in the number 

of families and of two-car families; 
4. Selling appeal of the ’55 cars, 
plus growing desire for automatic 
transmissions and power acces- 
sories; 5. Rapid growth of turn- 
pikes and expressways. 


They Bat 3,000— 


Combined total of 3,000 Houston Auto 
Show tickets was sold by Bill Herman jr. 
(left) and Jerry Daggett, who had a real 
incentive. They play in Texas metropolis’ 
Rotary Little League, which will receive 
show proceeds. Show opens Jan. 8 for 
week-long run. 
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Here are 10 reasons 
why many dealers 
signed up with 

Dodge Truck last year! 


Here are some of the reasons why many automotive and 
farm implement dealers added Dodge trucks to their 

line, or supplanted another make of trucks with Dodge. 
Read these reasons, then write Dodge Truck, 21500 

Mound Rd., Detroit 31, Mich., or phone JEfferson 6-6200, 
Detroit, for further information on why you can make more 
money with Dodge trucks. 


1. Most salable trucks on the market. New 145-hp. 

Power-Dome V-8’s make Dodge pick-ups, panels, and low-tonnage 

stakes the world’s most powerful. 

2. You can meet 98% of all hauling needs with '2-ton 
through 4-ton Dodge trucks, each ‘‘Job-Rated’’ for the work it is to do. 

3. Priced with the lowest, always noted for their high quality, 
Dodge trucks put you in a strong competitive position. 

4. Truck-only field force, made up of specialists in truck sales, will 
help train your men, work with you in retail selling. 

5. 1,000,000 Dodge trucks in use form a vast "sold-on-Dodge” 
replacement market for Dodge truck dealers to draw upon. 

6. Aname truck buyers trust. Dodge trucks have been built since 
1914 ... have an unequalled reputation for dependability. 

7. Retail sales aids, sales training. A complete selection of sales 
promotional and sales training materials to help you sell trucks. 

8. Modern plant and facilities. An assurance of consistent 
quality, low costs and prompt filling of new-truck orders. 

9. Chrysler Corporation engineering, noted for its many firsts 
. . . Safety-Rim wheels, Cyclebond brake linings, downdraft carburetor, 





J , 


Oriflow shock absorbers, etc. . .. and now, Power-Dome V-8 engines. A PRODUCT OF 
10. Assured service business... with most truck owners sold on CHRYSLER CORPORATION 


preventive maintenance, and with scores of Dodge trucks in your 
community you have a ready-made service business. 
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Sales Champ Tells How .. . 





He Sells Cars, Not Profit 


By E. Rod Fuchs 
Staff Correspondent 

BILLINGS, Mont. — Selling cars 
may be sophisticated horse trading, 
but that doesn’t mean that the 
dealer has to lose 
money in the 
process. 

That’s a bit of 
advice from Mar- 
vin J. Fraser, 
general manager 
of Rimrock Mo- 
tors (Packard), 
who topped all 
Packard sales 
personnel in the 
company’s Class 
B dealership in a 
recent nationwide sales contest. 


Fraser says that too many deal- 
ers and salesmen are selling them- 
selves out of business by forgetting 
that purchasers are just as happy 
with their new cars if the dealer 
makes a profit on the deal. 


Often, says Fraser, bad deals 
result from trying to close too 
fast. Fraser insists on proper 
presentation and complete dem- 
onstration with every prospect. 

He sells Packard quality so hard 

that when he’s ready to close, he 
rarely, if ever, has to make a deal 
that will sell a car but lose the 
company money. 

Montana is a big place, and 
Fraser has a territory bigger than 
the state of Pennsylvania, but he 
insists that the salesman who sits 
in a showroom waiting for pros- 
pects in a competitive market is a 
lame duck. 

“No matter how big the terri- 
tory is,” says Fraser, “you've got 
to circulate around in it.” 

That’s how Fraser beat a king- 
sized sales quota by 87 percent. 
In his two years with Rimrock, 
his selling has paced the sales force 
and made the dealership a consist- 
ent front-runner in the Packard 
organization. 

First on his list of fundamentals 
is prospecting. He sees lots of peo- 
ple, and talks automobiles with all 
of them. Everybody wants to own 
a car and that makes everybody 
in his territory a prospect, Fraser 
believes, 

If you organize your work, pros- 
pecting isn’t such a big chore at all, 
he says. Customer followup after 
a sale is a natural for finding new 
prospects. 

“Our customers,” says Fraser, 
“travel several hundred miles for 
Packard service as a matter of 
course. We'd be foolish beyond 
words not to do the same for 
them on service follow-ups. We 
make half our new-car sales out- 
side Billings and most of them 
are to prospects we get from 
Packard owners on follow-up 
calls. Nothing beats a satisfied 
customer for advertising that 

” 





M, J. Fraser 


Rimrock keeps a running history 
of every car it sells. All of the four 
salesmen must know the car-his- 
tory file from A to Z. The customer 
tends to disregard standard service 
reminders. He can’t disregard a 
personal reminder or follow-up 
after service, Fraser believes. The 
fact is, he added, he’s pleased and 


Ayres to Speak 
On Reciprocity 
At TTMA Parley 


WASHINGTON. — Rep. William 
H. Ayres, Ohio Republican, will ad- 
dress the 14th annual convention 
of the Truck-Trailer Manufacturers 
Assn. Jan. 27-29 at Boca Raton, 
Fla., it was announced last week 
by John C. Bennett, president of 
TTMA. 

Ayres is sponsor of a resolution 
calling for a Federal investigation 
of the threatened breakdown of 
reciprocity among states, and an 
instigator of the current study be- 
ing made by the House Interstate 
and Foreign Commerce Committee. 

Included in his talk will be dis- 
cussion of the present status of the 
reciprocity problem, and the possi- 
ble solutions that may present 
themselves in the future. He will 
also comment on the national high- 
way-improvement program request- 
ed by President Eisenhower. 


flattered. Result: 
pects and sales. 

“Don’t forget the cold canvass, 
either,” counsels Fraser. “Besides 
being big, our territory is sparsely 
populated. Country folks are still 
old-fashioned and friendly enough 
to welcome being called on. They’re 
among your best prospects because 
they’re not pushed for time. We 
get at least 10 percent of our sales 
from cold canvass leads. 

“I’ve long since stopped being 
surprised at the number of non- 
Packard owners — friends, ac- 
quaintances, complete strangers 
—who tell me that so-and-so 
wants or needs a new car. The 
surprising thing is that they’re 
usually right. The salesman who 
passes up these casual leads, no 
matter how unqualified they look, 
is losing sales.” 

Fraser stresses another point: 
A salesman doesn’t sell cars in the 
showroom, he sells them on the 
road. That means travel and lots of 
it. There’s no limit at Rimrock on 
salesmen’s mileage or gasoline al- 
lowance. 

Nothing sells a prospect on a new 
ear like a ride in one. Fraser's 
usual approach is to ask the pros- 
pect if he’s had a ride in a new 
Packard lately and how would he 
like to get behind the wheel of the 
one out at the curb. Whenever pos- 
sible he gets Mrs. Prospect into the 
car, too. After all, she’ll be a part- 
ner in using the car. And as a 
practical matter she’s often the one 


Goodwill, pros- 





Grace Elected President 


Of Detroit Dealers 


DETROIT. — At a meeting of 
the board of directors last week, 
Ted Grace jr., Grace Motor Sales, 
Inc., (Lincoln-Mercury), was 
elected president of the Detroit 
Auto Dealers Assn. 

Other officers are: Vice-presi- 
dent, Hugh W. Gorey, Gorey 
Buick Co.; secretary, John L. 
Drummy, Drummy Oldsmobile 
Co., and treasurer, Cass Slubow- 
= Quality Motor Sales (Pack- 





who decides on things like color 
and interior. 

“Stay away from price,” he says, 
“because price rarely, if ever, sells 
an automobile. And don’t talk 
about your competition because 
there isn’t a bad automobile built. 
The customer wants to be sold. 
After all, he’s going to spend sev- 
eral thousand dollars with you. So 
sell yourself, sell your prospect, and 
take ample time to do both. You’re 
better off to take a whole day with 
one prospect and sell a car than to 
jump from Jones to Smith to 
Brown and almost sell several.” 


Fraser thinks it’s necessary to 
give a prospect a ride. In extreme 
cases he pleads a bank deposit to 
be made or mail to be picked up. 
Usually the prospect goes along. 
Even several colors of the same 
model on the showroom floor can 
distract the prospective buyer 
into indecision. 

Fraser takes plenty of time with 
his prospect, especially on the road. 
Meanwhile, he tries to evaluate his 
needs and desires. How? By getting 
the prospect to talk about himself, 
his family, his business and his 
hobbies. He asks questions even if 
he already knows the answers. 
When the prospect drops a clue, 
Fraser talks about it, magnifies it, 
keeps pounding it in and turns it 
into a selling point. 

“Never second guess your pros- 
pect,” he advises, “and when you’re 
qualifying him don’t make the mis- 
take of being a credit manager. 
You've got an office for that. Your 
job is to find out what he wants in 
an automobile.” 

Fraser’s favorite story is about 
the unkempt old-timer who walked 
into Rimrock Motors last year and 
said he was interested in a new 
car. The average salesman would 
have qualified him out the front 
door. Not so Marvin Fraser. He 
stayed with the oldster for half a 
day and sold a new Packard for 
cash. 

“Funny thing, too,” he ruminates, 
“the old boy was prepared to write 
a check on any one of Billings’ four 
banks!” 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Dec. 29 


(Sleeted all day. Sale way off. Sold 
93 cars out of 156 entered.) 


BUICK—’54 Super Riviera coupe, $2,- 
160*, $2,150*. ‘53 RM 4-dr., $1,380*; 
Super 4-dr., $1,340*; Special 2-dr., 
$990, $935. °52 Super 4-dr., $960*. 
’51 Super 4-dr., $635; 2-dr., $630. °50 
Special 4-dr., $425*, $375*. '49 Super 
4-dr., $265. °46 Special 2-dr., $170. 


CADILLAC—’53 (62) coupe, $2,600* 
(ps); 4-dr., $2,300*. "49 (62) 4-dr., 
$695*; (61) 4-dr., $680*. 


CHEVROLET—’53 Bel Air 4-dr., $1,- 
100* (ps); 2-dr., $1,025, $1,000*; 
Two-ten 2-dr., 2 at $915, $895, $880, 
$865, $820; 4-dr., $895, $880, $860*: 
One-fifty 2-dr., $750, $725. ‘52 SL 
Deluxe 2-dr., $635, $575, $570, $670: 
4-dr., $610; SL Special 2-dr., $545. 
‘51 SL Deluxe 2-dr., $450. 

CHRYSLER—’50 Windsor club coupe, 
$450°. °49 Saratoga 4-dr., $310. 


DeSOTO—’53 Fire Dome (8) 4-dr., 2 
at $1,090*. °52 Custom 4-dr., $765° 
(ps); club coupe, $635. 

DODGE—’53 Coronet (8) 4-dr., $1,- 
150°; Meadowbrook club coupe, $780. 
"6560 Custom 4-dr., $385; conv., $245. 

FORD—’54 Custom (8) conv., $1,610*; 
Crest (8) Victoria, $1,640*. '53 Crest 
(8) victoria, $1,290, $1,180*; Main 
(6) 4-dr., $815, $750°. '52 Crest (8) 
Victoria, $955; Custom (6) 2- dr., 
$690. '51 Custom (6) 2-dr., $455. ’50 
Custom (8) 2-dr., $445; Deluxe (6) 
2-dr., $255, $195. '47 %-ton pickup, 
$220. 


MERCURY—’54 Monterey Sun Valley, 
$1,820* (ps); 2-dr., $1,620. °50 club 
coupe, $465; 4-dr., $380. 

NASH—’52 Rambier 2-dr., $550, $395. 


OLDSMOBILE—’53 (98) Holiday, $1,- 
650°. °51 (88) 2-dr., $715*. "50 (98) 
4-dr., $505*. 

PACKARD—’51 4-dr., $435. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
775. °53 Cambridge station wagon, 
$1,025*; 2-dr., $740; club coupe, 
$705*; Cranbrook 4-dr., $810; club 
coupe, $800. ‘52 Cambridge 4-dr., 
$530. '51 Cranbrook 4-dr., $470; Cam- 
bridge 4-dr., $340. '50 Special Deluxe 
2-dr., $375. ‘49 Deluxe 2-dr., $250. 


PONTIAC—’53 Chieftain (8) Catalina, 
$1,380*; 4-dr., $1,200*, $1,145*; 2- 
dr., $1,160*, $1,100* (ps). '51 Chief- 
tain (8) conv., $670*, $605*; Chief- 
tain (6) 2-dr., $460. '50 Silver Streak 
(8) 4-dr., $420*. '49 Silver Streak (8) 
conv., $270. 

STUDEBAKER—'51 Commander 4-dr., 
$290°. 


Dec. 22 
(Few buyers present on account of 
holiday. Sold 58 cars out of 139 en- 
tered.) 

BUICK—'54 Super Riviera coupe, $2,- 
215*. ’°53 RM Riviera coupe, $1,555*; 
Super conv., $1,415* (ps); 4-dr., $1,- 
350°. °51 Super 4-dr., $625°. 

CHEVROLET—'54 Bel Air 2-dr., $1,- 
400° (ps), $1,220. '53 Bel Air 2-dr., 
$1,060, $1,040; 4-dr., $985; One-fifty 
2-dr., $845, $835. "52 SL Deluxe 2-dr., 
$655, $625, $610*; SL Special 4-dr., 
$490. 

DeSOTO—’53 Fire Dome (8) club coupe, 
$1,025; 4-dr., $1,010. ’°52 Fire Dome 
(8) 4-dr., $780° (ps). ’51 Custom 4- 
dr., $520. 


DODGE—’53 Coronet 4-dr., $900°. 

FORD—’53 Main (6) 2-dr., $985. °52 
Main (6) 2-dr., $665, $610. '51 Cus- 
tom (8) Victoria, $690*, $655; Deluxe 
(6) 2-dr., $475, $390. ’50 Deluxe (6) 
2-dr., $255. °49 Deluxe (6) 2-dr., 
$215; club coupe, $200. 

HUDSON—’51 Hornet 4-dr., $470, $435°. 

KAISER—’52 Manhattan 4-dr., $525*. 


$490. 
LINCOLN—'53 Capri 4-dr., $1,660*°. °51 


club coupe, $625°. 
$225*. 
MERCURY—’51 club coupe, $600*. 
4-dr., $250. 
NASH—’53 Rambler club coupe, $875. 
"51 2-dr., $190; 4-dr., $110. 
PLYMOUTH—’53 Cranbrook Belvedere, 
$975*; 4-dr., $805. '52 Cranbrook 4- 
dr., $585. ’°51 Cranbrook club coupe, 
$575, $485; Cambridge 4-dr., $380. '50 
Deluxe station wagon, $275; 2-dr., 
$210. '49 Deluxe 2-dr., $200. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
125. "52 Chieftain (8) Catalina, $900°. 
STUDEBAKER—’52 Commander 2-dr., 
$450. "51 Commander 2-dr., $350. 
MISCELLANEOUS—'53 Henry J (4) 2- 
dr., $295. 


"49 club coupe, 
"49 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 18, 19 








DeSoto Regional Managers Gather— 


A two-day session was held in Detroit by DeSoto regional managers to discuss 


1955 sales policies and techniques. They 


Dealers 


(Continued from Page 3) 


forcing 120 or 150 percent of a 
normal, reasonable market and 
have a healthy system of distri- 
bution. 
So, where do we go from here? 
I don’t know, but I do know some 
of the possibilities being discus- 
sed; control by law, either 
national, state, or both, fixing 
production and sales. Heaven for- 
bid that we should ever come to 
that. We had a sample of govern- 
ment control during the war and 
I, for one, want no more of it. 
Then, there is the possibility of 
a change in the anti-trust laws 
that would permit industries to 
regulate themselves in a manner 
to protect all segments of indus- 
try. 


NADA made a start in that 
direction, during the last session 
of Congress, with their effort to 
legalize territory protection. Real- 
istic production schedules might be 
achieved without government pro- 
hibition. This could be enlightened, 
or self-protective, free enterprise. 
Some say we will see a complete 
change in the method of distribut- 
ing automobiles, such as factory- 
owned retail stores, or dealers 
handling all lines from low-over- 
head lots, or retail warehouses, 
something like the outlets now 
referred to as “bootleggers,” except 
holding franchises or purchase 
agreements. 

* x * 


What Distribution? 


ques changes in marketing may, 
or may not, be in the best 
interest of the public. One thing 
is sure. Automobiles are going to 
be sold to American users in in- 
creasing numbers. 

As mentioned before, replace- 
ments, new users, multi-car fami- 
lies and other factors will demand 
more and more cars. New and 
better roads and facilities wiil 
make car ownership more attrac- 
tive. So we can expect the use of 
cars to increase. The question we 
are concerned with is the distribu- 
tion system of these cars. American 


Chrysler Exports 
Rise 25.4% in 
First 9 Months 


DETROIT.—Exports of Chrysler 
Corp. cars and trucks during the 
first nine months of 1954 increased 
25.4 percent over the comparable 
1953 period, C. B. Thomas, presi- 
dent of the Export division, has 
reported. 

The American automotive indus- 
try as a whole reported last week 
through the Automobile Manufac- 
turers Assn. an increase of 10.2 per- 
cent in car and truck exports dur- 
ing the first nine months. 

Thomas said truck sales increased 
in most foreign markets. Chrysler 
truck exports during the first nine 
months rose 36.2 percent over the 
same 1953 period. The industry re- 
ported an increase of 26.4 percent. 

Chrysler car exports increased 
18.6 percent during the first nine 
months, Thomas reported. The in- 
dustry as a whole reported a de- 
crease of 1.8 percent. 

Thomas predicted even greater 
increases in Chrysler car and truck 
sales throughout the world for 1955. 





heard from top factory executives. 


Tell Me 





people are not going to walk. The 
distribution and servicing of the 
cars needed is an enormous job, 
and requires much money, facilities 
and manpower. The amount of 
money engaged in auto dealerships 
is staggering, and should produce 
a fair profit. 

I have spent my life in the 
automobile business, and I love 
it. No other business in the world 
holds the interest and fascination 
of everyone, both in and out of 
the business. I have strong faith 
in the future of our country and 
this great business. There is no 
denying that the industry is 
going through a shakedown 
period that was inevitable follow- 
ing war and the years of short- 
ages which followed. 

I know that what is best for the 
dealers, factories and users will 

prevail. It will simply have to be 
that way. There are a great many 
dealers just like me with no other 
place to go. 


N. Y. Dealers Pick 
Fribley to Guide 
State Affairs 


ALBANY.—Carl E. Fribley, Nor- 
wich Cadillac-Pontiac dealer, has 
been appointed chairman of the 
new state affairs 
committee of 
New York State 
Automobile Deal- 
ers, Inc. 

The committee 
will be concerned 
with the associa- 
tion’s attitude to- 
ward legislation 
and its relation- 
ships with gov- 

; ernmental bu- 
Carl E. Fribley reaus. 

William Haas (Chevrolet), Cox- 
sackie, former New York assembly- 
man, is vice-chairman of the 
committee. 


Other members are Clare C. 
Bateman (Dodge-Plymouth), Dans- 
ville; David L. Hagan of Mt. Ver- 
non; Norman C. Lawson (Oldsmo- 
bile), Central Valley; Samuel S. 
Giles (Chevrolet), Port Jefferson; 
Sperry W. Miner (Oldsmobile), 
Buffalo, and Pat S. Lester (Chevro- 
let), Wellsville. 








DeSoto Dealers to Hear 


Ad and Promotion Plans 


DETROIT.—DeSoto has sched- 
uled a series of 19 field meetings 
this month in which factory of- 
ficials and regional managers will 
discuss with dealers advertising 
and sales promotion plans. 

The first meeting will be opened 
tomorrow (Jan. 4) in Chicago by 
James L. Wichert, director of ad- 
vertising and sales promotion, 
and Paul Herpolsheimer jr., west- 
ern sales manager. 

A. E. Nielsen, eastern sales 
manager, will meet with eastern 
dealers and R. M. Rowland, mer- 
chandising manager, will conduct 
meetings in the southwest. 
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20 Years in Industry... 


Life with Auto Union 


Debated at 
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Parley 


(Continued from Page 4) 


logical progress in union tech- 
niques also. This progress has con- 
sisted, he said, of incentives to per- 
guade Management to perform jobs 
that will favorably affect the 
workers. 


He cited the UAW’s pension 
agreement, which he said influ- 
enced manufacturers to seek 
more adequate Social Security 
coverage, and the “coming guar- 
anteed annual wage,” which he 
said will cause management to 
campaign for increased unem- 
ployment benefits. 

Conway also stated that the UAW 
has influenced management to ac- 
cept the union position that a| 
worker’s wage should reflect price | 
inflation, moral considerations and 
increased productivity. 

Northrup took the middle view 
that the UAW has influenced man- 
agement in the matter of personnel 
but that the “UAW has affected 
surprisingly little the decisions of 
management outside the personnel 
field.” 

+ * * 

H® SAID his thinking was based 

on a study of management poli- 
cies in the fields of personnel, pric- 
ing, sales, purchasing and produc- 
tion. He later conceded that these 
fields were affected indirectly by 
the union. 

Declaring that the UAW had 
been influential in securing fringe 
benefits that amount to 10 to 20 


Dodge, Plymouth 
Revise Prices of 
Station Wagons 


DETROIT.—Revised price sched- 
ules have been placed in effect by 
Dodge and Plymouth for their ex- 
panded station-wagon lines for 





1955. 

Five of the Dodge models carry 
price tags $65 to $394.25 lower 
than their 1954 counterparts. The 
price-leading Coronet Six two- 
door station wagon has been 
raised $120.25, but this body type 
will have a 119-inch wheelbase in 
contrast to last season’s 114 
inches. 

Plymouth’s Plaza Six two-door, 
the only ’55 station wagon directly 
comparable with a ’54 model, is up 
$12.50. The Belvedere Six is priced 
$33.75 higher than last year’s, but 
the ’55 is a four-door job rather 
than a two-door. 

Hudson, Nash and Packard, 
meanwhile, were not ready to dis- 
cuss 1955 car prices although each 
maker will be displaying new | 
models this coming weekend at the | 
Chicago auto show. 

A Packard spokesman said, 
however, that Packard prices 
“will reflect the policy shown in 
the Studebaker announcement— 
the policy of bringing prices into 
sharp competition dollarwise with 
other cars in other price classes.” 

Here are the advertised-delivered 
prices of Dodge’s 1955 station wa- 
gons, with the difference from 1954 
prices stated in parentheses: 





Coronet Srx SusurBAN—Two-door 
two-seat, $2,348.75 (up $120.25 over 
model with shorter wheelbase); 
four-door two-seat, $2,462.75 (down 
$256.50); four-door three-seat, $2,- 
565 (down $225.25). 

Coronet V-8 SuBuRBAN—Two-door 
two-seat, $2,452 (down $65 from 
model with shorter wheelbase); 
four-door two-seat, $2,566 (down 
$394.25); four-door three-seat, $2,- 
668.25 (down $363). 

Royal V-8 Sierra — Four-door 
two-seat, $2,658.75; four-door 
three-seat, $2,760.75. 

Plymouth’s 1955 station - wagon 
prices are: 

Piaza Sx SuspurBAN — Two-door 
two-seat, $2,076.50 (up $12.50); four- 
door two-seat, $2,158.25. 

Piaza V-8 SuspuRBAN — Two-door 
two-seat, $2,170; four-door two seat, 
$2,261.75. 

Belvedere Six Suburban—Four- 
door two-seat, $2,321.75 (up $33.75 | 
over two-door model). | 





Betvepere V-8 SusuRBAN — Four- 
door two-seat, $2,425.25. 


percent of the total labor cost, 
Northrup stated: 

“Now comes the UAW with the 
climactic fringe demand—the guar- 
anteed annual wage. If the UAW 
succeeds in winning this demand, 
it has the potentials of the most 
costly fringe item and the one most 
likely to affect all facets of a com- 
pany’s business.” 

Northrup also said, “The UAW has 
imposed on the industry a pattern 
of wage and fringe increases which 


Nox-Rust Changes Name 


CHICAGO. — Nox-Rust Chemical 
Corp., manufacturer of rust-pre- 
ventive products and undercoating, 
has adopted a new name, Daubert 
Chemical Co., after its president, 
George A. Daubert. The company 
was founded in 1935. 





generally were geared to the Gen- 
eral Motors contract. The inability 
of the independents to spread 
these increased labor costs over the 
large number of units which the 
Big Three produce may well have 
hastened the day when the inde- 
pendents got into trouble. 
* 7 


N THE other hand, I find it 

difficult to believe that, without 
UAW pattern increases, the inde- 
pendents could have long avoided 
their present attempts to survive 
by mergers.” 

“I also do not believe that the 
sales decline of Chrysler or the 
resurgence of Ford in 1954 can 
be attributed to the UAW in- 
fluence,” Northrup said. “Chrys- 
ler got caught with a well engi- 
neered car in a style conscious 
market.” 

He continued, “Competition 
among the giants of the automobile 
industry today makes them par- 
ticularly vulnerable to strike action. 
Therein lies the power of the UAW 
to exert a greater influence on 
management decisions in the future 
and to significantly alter the direc- 
tion of demand as long as the 
demand for automobiles remains 
strong enough for Ford or General 
Motors to sell all they can produce.” 

Northrup said that it is generally 





Don Allen Opens Miami Facilities— 


The new Don Allen Chevrolet showroom and service facilities in Miami cover 
174,000 square feet on N. Miami Ave. at Twenty-first St. The showrooms and offices 
are air-conditioned. 


agreed that the UAW has slowed | 
down the assembly lines from the 
pre-union days. He declared that 
the fact that productivity hasn’t 
declined can be credited to techno- 
logical advancement. 

* * * 


ASSERTING that the “coiner of 
the word ‘automation’ may | 





some day best be remembered as| 














THE UPHOLSTERY 
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Mr. Raymond P. Scott 
Oldsmobile, Wynnewood, Pa. 


LEATHER GROUP, INC. 





mend 


141 East 44th St., New York 17, N. Y. a 


because style counts for a lot 


the man who turned over technol- 
ogy to the public relations men,” 
Northrup said the subject was 
being overdiscussed when talks of 
“robot factories” becomes rampant. 
In the question-answer period, 
Nat Weinberg, UAW research di- 
rector, posed this question: 


“The auto makers have scheduled 
(Continued on Page 8, Col. 1) 


when you’re selling Oldsm obiles,’’ 


“My customers take performance for granted when they’re 
buying an Oldsmobile. What they are looking for is style 
and beauty. They get that—plus performance— 

when they choose one of the models upholstered in 

genuine leather. Leather is not only stronger, longer-lasting, 
and easier to care for—it is also the top of upholstery style.” 


Impartial tests back up what Mr. Scott says. 
Genuine leather upholstery is 77% stronger than the 
next-best upholstery material. 


Daley rusian Leatha wtars 0s viel ab it Looks 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send the 
coupon today for “All About Genuine Leather” (free), showing results 
of tests by a famous impartial testing company. 


THE UPHOLSTERY LEATHER GROUP, INC. 
141 East 44th Street, New York 17, N.Y. 


Please send me, free, your “All About Genuine Leather”. 


Name 





Firm 


Address 


City_.. 


99 West Bethune, Detroit 2, Mich. 
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20 Years with Auto Union 


«Continued from Page 7) 
production for the first quarter of 
‘55 at the annual rate of 7.9 million 
cars. But they publicly predict sales 
of 5.5 million cars in 1955. Should 
not some influence be exerted to 
control this thinking so as to re- 
duce this looming unemployment? 
We're going to have 70 percent of 
the cars produced in the first six 
months.” 

Rising answered that a similar 
situation occurred in other years 
without calamitous results and, 
that, furthermore, the customer, 
who can’t be pushed around, pre- 
fers to buy 60 percent of his cars 
in the first half. 

Northrup pointed out that the 
consumer couldn’t be persuaded to 
buy more cars in the last half when 
the depreciation was greatly hast- 
ened on a car purchased in the 
final months of a model year. 
,“Suppose,” he added, “Ford or GM 
had cut back last year. A lot of 
people would have lost a lot of 


ran at full speed throughout the 
year.” 
* + * 


Ford Talks Asked 


ON THE factory front last week, 
there was no sign of a break 
in the Ford of Canada strike which 
has idled 6,900 workers for 12 


Late-Hours Deadlock 


Snags Buffalo Dealers 


BUFFALO. — Membership of 
the Buffalo Automobile Dealers 
Assn. is split on the question of 
night openings. 

In an association poll, 47 mem- 
bers said they preferred to be 
open Monday, Wednesday and 
Friday nights only. Forty-seven 
others said they preferred to re- 
main open every evening. 

As a result of this tie vote, the 
board of directors informed the 
membership that it had no rec- 
ommendations to make regarding 
night openings. 





work, because both Ford and GM 


Fi OME fr Cakes have averaged 


a 


weeks, although the CIO Auto 
Workers has asked the -company 
to resume negotiations. 

Emil Mazey, UAW secretary- 
treasurer, said that the union 
still is insisting on a provincial 
agreement but -that this is not 
a ‘precondition’ to resumption of 
negotiations.” 

Mazey again hinted that the par- 
ent Ford company in the U. S. 
would be asked to enter the dis- 
pute. 

When asked whether pressure 
could be brought in Detroit, he 
replied, “I cannot categorically say 
yes or no to that. You might want 
to read between the lines, how- 


ever.” 
* * ? 


L-M Unrest Continues 


EANWHILE, labor unrest con- 
tinued at the Lincoln-Mercury 
plant in Wayne, Mich., where meet- 
ings were being held in an effort 
to resolve some 50 grievances, 
mostly over work standards. 
Art Valenti, president of the 


To study techniques of operation and 
maintenance of straddle carriers, 30 air- 
men from the Sanida Air Force Base, 
Albuquerque, N. M., attended a training 
school at the Jackson (Mich.) plant of 
Clark Equipment Co., manufacturer of the 
Ross carrier. The men are shown driving 
a carrier into a C-124 Globemaster. 


L-M Local 900, said that the In- 
ternational would be asked to 
sanction a strike unless more 
progress was made by this week. 
Last week 14 hours of production 
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200,000 miles of service without 
any major compressor 


‘* 


Pee | 
ACTOR F REG 


F 
4 » EE bars 
as oe 
aay 


K says: WALTER SAYLES, Superintendent of Maintenance 
MORRISON MOTOR FREIGHT, Inc., Akron, Ohio 


It’s a matter of record, from hundreds of case histories, 
that WAGNER AIR BRAKES render the reliable safety- 
proven performance fleet operators demand. This depend- 
ability is the result of more than thirty years’ experience 
in manufacturing brakes and complete brake systems. 
The advantages of WAGNER AIR BRAKES gained by 
Walter Sayles of Morrison Motor Freight, Inc., are 
indicative of this outstanding record. 


maintenance cost. ”* 
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Because of the ever-increasing demand for greater road 
and cargo safety and maintenance economy, WAGNER 
AIR BRAKES are available as original equipment from 
many leading manufacturers of trucks and buses. 
Whether you specify WAGNER AIR BRAKES on 
new equipment, or change over your present fleet, 
you know you can rely on an air brake system that’s 
safe—sure—economical to operate. 


WAGNER AIR BRAKE SYSTEMS are available 
either as ‘straight air’ or ‘air-over-hydraulic,’ and all 
feature the WAGNER ROTARY AIR COM- 
PRESSOR. Learn for yourself why more and more 
safety-minded, cost-conscious fleet operators are 
standardizing on WAGNER AIR. Send for your free 
copy of Wagner Bulletin KU-201 for full informa- 
tion and complete details. It will be sent to you with- 
out cost or obligation. Mail your request, today. 


WAGNER AIR BRAKE USERS 
ARE OUR BIGGEST BOOSTERS 
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6393 PLYMOUTH AVENUE « ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U. S. and in Canada) 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NeRol...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 


was lost at Plymouth and 17,000 
workers were idled when 67 grind- 
ers walked out at the Chrysler 
Corp. Mack body plant. 

Kenneth Morris, president of 
UAW Local 212, called the strike 
unauthorized and ordered the 
workers back to work pending fur- 
ther negotiations on their griev- 
ance. Production was back to 
normal the next day. 

* * * 


Minimum-Wage Plea 
NN WASHINGTON last week, it 
was reported that President 
Eisenhower will ask Congress to 
boost the nation’s minimum wage 
to about 90 cents an hour and to 
extend the coverage of the Fair 
Labor Standards Act, which pres- 
ently covers only 40 percent of the 
60-million-man work force. 

The CIO has announced that 
its net worth in the year ended 
Sept. 30 was down $200,722, de- 
spite having received $45,000 
more in per capita taxes from 
its members. The CIO’s net 
worth was set at $2,228,495. 
Total per capita in the year 
amounted to $5,271,503. 

The union said the drop in net 
worth was due to heavier organi- 
zational spending, expanded educa- 
tional and public relations pro- 
grams and heightened activity in 
the legislative field. 

In Plainfield, N. J., last week the 
CIO Auto Workers ratified an 
agreement with the Mack Mfg. Co. 
which will modify an incentive pay 
plan, reducing the average wage 
| by 16 cents an hour. 

= * = 


Chelsea Wins Election 


N THE dealer front, Chelsea 

Motor Car Corp. (Pontiac), of 
New York, has won a representa- 
tion election held by the New York 
State Labor Relations Board. The 
poll produced a tie vote which 
gives the victory to the employer. 
Local 917 of the AFL Teamsters 
was the petitioner. 

In Detroit, Herman Kierdorf, 
business agent for Local 376 of 
the AFL Teamsters, announced 
that his union now has a total 
of 4,100 members in Detroit deal- 
erships, including 1,200 mechanics 
signed up in the past 30 days. 
The Detroit office of the National 
Labor Relations Board reported 
that Local 376 has requested that 
its petition for an election at Gorey 
Buick be withdrawn. 


Studebaker Due 
To Resume Full 
Output Today 


SOUTH BEND.—Studebaker car 
and truck manufacturing opera- 
tions here returned to full sched- 
ules today (Jan. 3) after plant 
rearrangement work was completed 
in faster time than anticipated. 

Ray P. Powers, Studebaker- 
Packard vice-president of opera- 
tions, said that the recalling of 
workers began last week, almost a 
week earlier than originally plan- 
ned, and that by Wednesday more 
than half the total production force 
of 10,000 had returned to work. 

The full force was scheduled to 
be on the job today. 

At the time operations were in- 
terrupted Dec. 10, the company 
announced that most employes 
would be out three weeks while the 
rearrangement and inventory tak- 
ing were in progress. 

This was part of the moderniza- 
tion program to make production 
more competitive, Powers said. 


Raisbeck Named 
In Nash Sales 


DETROIT.—John W. Raisbeck 
has been appointed assistant gen- 
eral sales manager of Nash, Roy 
Abernethy, sales vice-president, an- 
nounced last week. 

Raisbeck recently resigned as as- 
sistant general sales manager of 
Willys Motors. He also is a former 
| sales official of Packard. 

Abernethy noted that Raisbeck 
had an extensive background in 
dealer operations. 


Wells Mfg. Expands 


FOND DU LAC, Wis. — Wells 
Mfg. Co., supplier of automotive 
ignition parts, has added 8,000 
square feet of floor space to its 
factory, according to Ben Sadoff, 
president. 




















Good News about 
Torque Converters 






This new name CLARK-TORCON offers specific and 


SToE SMC MA eliitet SMM le yj torque converters 


@ the most extensive line in industry — 
30 HP to 600 HP 


®@ Torcon’s pioneering experience 
joined with Clark’s 50-year 
knowledge of transmitting 
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Big and “‘little” friends: 26,000 and 10,000 Ib. trucks 


bigger 


with the world’s largest standard 


fork truck— 26 OOO Ibs. ! 
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The Clark-Ross Y-260 will handle bigger 
outdoor loads than any other lift truck, and it 
will go places where no other lift truck can 
travel! This truck is big enough to handle jobs 
which formerly required a crane and operator, 
hook man and trucker. It has the utmost trac- 
tion and flotation—huge 14.00 x 20 tires are 
standard front and rear, with excellent weight 
distribution and 9 in. minimum underclearance. 
Its 17% ft. turning radius permits it to be used 
in yards laid out for smaller trucks. 

This Y-260 is built for 26,000 lbs. (at 36 


inches)—not just beefed-up. It’s as easy to drive 
as a truck half its size; power steering and 
power brakes are standard. And a brake selec- 
tion switch enables the driver to apply brakes to 
either drive wheel, when one wheel has lost trac- 
tion in slippery grounds. Maintenance access is 
excellent, wrap-around counterweight has mini- 
mum over-hang, operator visibility is outstand- 
ing. In general, this lift truck is a beautiful brute! 
For big jobs, you’ll want more details on the 
Y-260. Call your local Clark dealer, listed in the 
Yellow Pages under “Trucks, Industrial.” 


Industrial Truck Division, CLARK EQUIPMENT COMPANY, Battle Creek, Michigan 
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OHNNY HULSE, of the Truck- 
Trailer Manufacturers Assn., 

throws light on the prevailing state 
barrier problem for trucks in an 
ingenious little Christmas message 
that takes the place of his weekly 
bulletin. 

He has Santa Claus worried sick 
over the size and weight restric- 
tions imposed by various states. 
His Santa says, “To go from coast 
to coast, my rig can’t be over 45 
feet long yet my reindeer, counting 
Rudolph, measure 63 feet.” 

Santa wasn’t too worried over 
axle limitations but was fearful 
of states which impose a weight 
limit per inch surface on the 
ground. And Rudolph’s nose 
might get him into trouble in 
those states specifying no red 

in front. 

Santa could have well gone on 
record, too, regarding those states 
which are trying to give their 
citizens improved roads but make 

* trucks pay considerably more than 
their rightful share by imposing 
“third-structure” taxes such as the 
ton-mile tax that is causing so 
much trouble in Colorado and 
Kansas. 


Officials of the Colorado Cattle- 
men’s Assn. have indorsed a sub- 
‘itute truck-tax proposal for that 
tate’s highly controversial gross 
<on-mile tax. The cattlemen claim 
that the ton-mile tax law, which 
vok effect Jan. 1, will be “an 
pnomic blow to agriculture and 
vestock shippers.” 
* * 


Kansans Steamed Up 


% ; eer law was passed by a one- 
A vote margin at the last session 
of the Legislature and promises to 
provide the hottest battle in the 
upcoming Legislature. 

Directors of the Kansas State 
Chamber of Commerce have gone 
on record as favoring legislation 
to abolish the Kansas ton-mile tax 
an trucks and to substitute some 

© equitable levy that would produce 
' @n equal or greater amount. 

This organization supports an 


increase in the State sales tax 
of % percent to finance aid to 
high schools and the enactment 
of the fifth cent of gasoline tax 
on a permanent basis, as well as 
the addition of a sixth cent for 
two years to permit matching of 
increased Federal funds for high- 
ways. 

And third-structure tax contro- 
versies still roll merrily along in 
Ohio and New York. 

Kansas also is in a dither over 
its reciprocity agreements. Such 
pacts were ruled unconstitutional 
by a county district court. 

Arguments upholding constitu- 
tionality of the Kansas reciprocity 
act and validity of the Kansas- 
Oklahoma reciprocity agreements 
were before the Kansas Supreme 
Court recently. After hearing oral 
arguments, the tribunal tentatively 
set Jan. 22 for a ruling on the 
district court’s decision. 

* * oe 


Change of Heart 

SURPRISING editorial in the 

Louisville Courier-Journal, com- 
menting on “There Are No State 
Walls for Interstate Traffic,” says 
that “there is no reason for anyone 
to be greatly disturbed by the 
Supreme Court decision that states 
cannot bar interstate truckers from 
state highways even though the 
truckers habitually exceed state 
truck-load limits. The states have 
plenty of power to deal with truck 
law violators without resort to the 
unusual Illinois law declared in- 
valid by the high court.” 

The editorial points out that we 
need more uniform laws governing 
truck loads and operation on a 
national basis. The paper also says: 

“It is unreasonable, too, to 
blame today’s trucks for damag- 
ing roads built for yesterday’s 
traffic. What we need in today’s 
fast transportation world is not 
smaller trucks but better high- 
ways... 

“And the sooner we stop regard- 
ing highways as a state problem 

(Continued on Page 15, Col. 1) 


Growth and Benefits Reviewed .. . 









Truck Use Double ’41 


oo U. S. truck population has 
practically doubled since 1941, 
according to the 1954 edition of 
“Motor Truck Facts.” 

In 1941 there were 5,111,985 trucks 
in operation, according to “Facts,” 
while at hte end of 1953 the total 
was 9,608,936. 

With an estimated 1,015,000 pro- 
duced in 1954, it would indicate 
that today there are 10,623,932 
trucks in U. S. eperation—less 
scrappage. Scrappage in 1953 ac- 
counted for some 650,000 trucks. 

Twenty-eight states have more 
than doubled their truck registra- 
tions, and in some states the num- 
ber of trucks on the totally inade- 
quate roads and streets is becoming 
a@ grave problem. 

Yet trucks have come into their 
own as the preferred and most eco- 
nomic means of transporting goods 


Brake Committee 
Reorganized for 


New Studies 


ETROIT.—The subcommittee on 

brakes of the Automobile Man- 
ufacturers Assn. and the Truck- 
Trailer Manufacturers Assn. was 
reorganized at a meeting here in 
accordance with a resolution of the 
American Trucking Assns. 

ATA had asked that the “im- 
portant work of the subcommit- 
tee be continued, with special 
emphasis on reduction in the fre- 
quency of adjustments and other 
maintenance operations required 
to maintain conformance with the 
more stringent requirements of 
the uniform code.” 

In the reorganization, George P. 
Knudsen, of Edwards Trailer Co., 
was named chairman of the sub- 
committee. 

* 7 a 

HE subcommittee will be divided 

into two “task forces,” one on 

service brakes and another on 
emergency brakes. 

Knudsen will head the service- 
brake group in an investigation of 

(See BRAKE, Page 15, Col. 1) 


Service Keeps Truck Deals Thriving 


By Sam Sampson 
Staff Writer 

a day has arrived when truck 
dealers can no longer give mere 
service to truck maintenance op- 
zations if they are to keep a truck 
“business alive and thriving, a sur- 
rey of factory service managers, 
alers and fleet service officials has 

‘ealed. 

Some dealers, realizing the ben- 
efits of sound service operations, 
command a giant’s share of the 
local truck market because they 

have stepped up to meet the basic 
problems of truck service. 

“Let’s face facts,” one factory 
service manager said. “As the effici- 
ency curve of truck engines con- 
tinues upward, the service require- 
ments for the engine rise in pro- 
portion. One of our biggest jobs is 
to push up dealer service activity 
to meet the basic standards of the 
customer and the requirements of 
the new engines. 

“In addition, the new engines 
raise new service problems on other 
truck components. New checks and 
tests, and new machines and tools 
to make those teats, must be used.” 

= 


QrE fleet operator, who is switch- 
ing to trucks with high-output 





V-8 engines, said that a clutch 
check, commonly used with older- 
design trucks, will not apply to the 
new V-8s. 

With the motor idling and the 
brakes locked, the mechanic en- 
gaged the clutch with the trans- 
mission in first or second gear. If 
the engine stalled, the clutch was 
in operating condition. If it 
slipped, it was taken as evidence 
that the clutch needed inspection. 

With the new V-8s, however, the 
clutch may be worn to the rivets 
and still stall the engine due to the 
low torque characteristics of the 
V-8 at low revolutions per minute. 
A V-8 unit, then, after successfully 
passing the former clutch test, may 
get into trouble with loads in hilly 
terrain. 

This is only one instance of the 
changing test requirements that are 
coming into truck service and 
maintenance, the fleet operator said. 
Other problems of tuning, and 
maintaining the best possible ad- 


NEW PRODUCTS 
Page 14 





justments, are fast becoming more 
important. 
” ” 

r-. WAS pointed out, however, 

that these careful service oper- 
ations are worth while in view of 
the additional gas mileage, in- 
creased power and long engine life 
that is available, providing the 
checks are conscientiously made at 
proper mileage intervals. 

Fleet operators contacted ad- 
vised that three checks in par- 
ticular are very important to 
longer life with the high-output 
engines. Oil and filter changes 
must be made without fail every 
1,000 miles to prevent oil gummi- 
ness and other lubrication prob- 


lems. 

Spark plugs should be checked at 
the same time, and compression 
tests taken for each cylinder. Com- 
pression tests, the fleets point out, 
will establish a danger point in 
valve operation, and indicate when 
work should be done in advance of 
total failure. 

Many service-minded truck deal- 
ers are taking advantage of the vo- 
luminous records kept by fleet own- 
ers. Most fleets will open their 
records to interested dealers, and 

(Continued on Page 13, Col. 1) 


and food-stuffs. They have become 
the extended production line of 
many manufacturers and the in- 
terim warehouse for many growers 
of foods. 
* * + 

~ NEW YORK, for instance, 

where the truck population has 
grown but 33.6 percent since 1941, 
the New York City fathers face a 
severe problem in the lower Man- 
hattan loft-factory and wholesale 
section of the city. The situation is 
so acute that the New York World- 
Telegram and Sun recently ran an 
editorial which started out: 

“The streets of the city are rap- 
idly being taken over by the huge 
box-cartruck. The point has been 
reached where it is next to im- 
Possible to drive through many 
whole business sections during the 
day. The truck traffic situation 
here has been getting steadily 
worse for years.” 

In other words, New York City 
has finally come to the point where 
the City fathers must decide wheth- 
er they want the business repre- 
sented by the loft-factories and 
wholesale houses. If they do, they 
must act to make room for trucks 
to maneuver without hindrance to 
crosstown traffic. 

© * * 

rRucss today have taken their 

place as a necessary part of the 
economy. They are part of the ma- 
chines of industrial production, 
farming, mining, lumbering and 
distribution of all types of mer- 
chandise. And because of this, mod- 
ern planning must provide for their 
use. 

Acco to “Facts,” 51 per- 
cent of all fruits and vegetables 
are received at major markets by 
truck, 54 percent of all Florida 
vegetables and 50.5 percent of all 
citrus fruits are shipped out of 
the State by truck, 79.2 percent of 
livestock reaches the major mar- 
kets by truck, and 27 percent of 
all trucks are owned on farms. 

Today motor truck mileage on 
U. S. roads triples that of 1939. 

According to “Facts,” the average 
family in the U. S. bas a truck 
working for it, directly or indirect- 
ly, 58 days out of every year haul- 
ing more than 70 tons of freight 
per person as they piled up the 
astounding record of 102.5 billion 
total miles of service. In intercity 
travel alone, trucks moved the na- 
tion’s goods an unprecedented 184.1 


billion ton-miles. 
” . ” 


oder trucks account for 17 per- 
cent of all registered vehicles 
and 18 percent of all mileage, but 


they pay 33 percent of all special 
vehicle taxes. Medium and heavy 
trucks together account for 6.2 per- 
cent of all vehicles, but pay 245 
percent of all vehicle taxes. 


Truck taxes of nearly $1.7 billion 
in 1953 were greater than the com- 
bined total paid by all vehicles in 
1939 and earlier. 


Thus, it is easily seen that, de- 
spite the screams of many with 
adverse interests, the truck is 
more than paying its way, in ad- 
dition to being perhaps the basic 
reason for much of our national 
— = making it possible 
or many decentralizing programs 
that have already benefited many 
sections of the nation. 


Without the truck, the trend to 
suburban living could not have * 
come about, nor could the Deep 
South boast of its constantly in- 
creasing manufacturing centers. 


But because of the truck the na- 
tion must make provision for fur- 
ther growth of the industry and 
the use of this most economic 
means of transportation. Only the 
extremely shortsighted will endeav- 
or to separate the needs of truck 
use from that of the common weal. - 

: + + 


| | Spe the farmer and the city 
dweller benefit from trucks 
since 68 percent of all butter, 43 
percent of cheese, 90 percent of 
frozen eggs, 99.7 percent of shell 
eggs, 85 percent of dressed poultry 
and 99.8 percent of live poultry ar- 
rives at markets on rubber tires. 
Another factor accredited to 
trucks is that one out of every 10 
(Continued on Page 20, Col. 4) 


Top Trucks 


New-truck registrations for ten 
months, plus 14 states for No- 
vember: 





1954 Pos. Make 1953 Pos. 
1—250,451 Chev. 287,668— 1 
2—230,675 Ford 217,224— 2 
8— 71,2438 THC 83,591— 3 
4— 57,278 GMC 712,150— 4 
5— 50,917 Dodge _ 71,659— 5 
6— 13,757 Willys 15,250— 7 
7— 8821 White 10,546— 8 
8— 8,506 Stude. 20,484— 6 
9— 5,146 Mack 6,027— 9 
10— 2,252 Diamond T 2,968—11 
ll— 1,963 Reo 3,041—10 
12— 930 Autocar 1,521—12 

4,283 Misc. 5,379 

Total All Makes 
107,335 199,356 


Further details on Page 26. 








Where Lies Blame for Traffic Snarils?— 





Accompanied by this photo, an editorial in a New York newspaper condemns 
trucks for blocking crosstown traffic. The editorial chastises police for not doing 
something to keep “big” trucks out of lower Manhattan during the day, overlooking 
the fact that the very lifeline of today’s business consists of the trucks that move its 
products in and out. Much better if it had been suggested that “the city fathers must 
do something to make room for the trucks or banish all manufacturing from the 
crowded areas." If trucks are banished during the day, business will be banished 


as well. 








10 


McCabe-Powers, 
Truckstell to Show 
Products to NADA 


CLEVELAND. — Truckstell Mfg. 
Co. and McCabe-Powers Auto Body 
Co., makers of special truck equip- 
ment, plan to exhibit a variety of 
new products at the 1955 NADA 
Equipment Exhibition, Jan. 29-Feb. 
2 in Chicago. ; 

Donald W. Meyer, Truckstell 
president, said his firm will display 
the following new devices: 

Dual-Axle Drive, which has a 
“revolutionary new suspension sys- 
tem; trailing third axle Hydro- 
Trac, which provides cab-controlled 
choice of axle weight distribution 
to the tandem rear axles; Swivel 
Frame, an invention that makes it 
possible for the front and rear 
halves of a truck to rotate to either 
side independently, and two-speed 
and three-speed auxiliaries. 


McCabe - Powers will display its 
Service-Master body, which has 
large compartments, double - panel 
doors, easy access parts bins and 
shelves, and hinged covers for parts | 
bins. 


FEATURE BY FEATURE 






Compare . 
Burroughs Sensimatic, 


the best buy for automobile dealers. Prepara- 
tion of distribution journals is both fast and 
greatly simplified. And, Sensimatic will follow 
your present accounting pattern from original 
media through financial reports. 


You don’t have to worry about Sensimatic’s 
becoming obsolete with the growth of your 
business or change in your accounting proce- 
dures. The exclusive sensing panels may be 
quickly adapted to meet these future needs. 
And there’s no long training period for per- 
. even beginners can quickly do 
expert work with a Sensimatic. 


sonnel . . 


So, get a demonstration and compare the Sen- 
simatic, feature by feature, with any other 
accounting machine. Your nearest Burroughs 
branch is listed in the yellow pages of your 
telephone book. Or write Burroughs Corpo- 
ration, Detroit 32, Michigan. 


Wherever There’s Business There’s 


. and you'll find the low-cost 
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Texas Dealers Visit IH Plant— 








Fifty-four International Harvester Co. dealers from Texas paid a visit to the firm's 
plant in Springfield, O. Hosts for the company were M. D. Dean, Dallas district truck In LaPorte (Ind.) by Trigg 
manager; L. F. Birkhead, plant superintendent, and A. O. Koenig, production distribu- 


tion supervisor. 


Hurley Moves to Dubbs 
manager for Dubbs Motor Sales| ership is Trigg Buick, Inc. 
(Chrysler - Plymouth), 
town, O. 


George R. Hurley, former sales 
manager for Buick Youngstown 
has been appointed general 
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Revolution Via Radio 


Truckers Turn to Air Waves to Speed 
Pickup and Deliveries 


DETROIT. — A quiet revolution 
in city trucking operations has been 
under way for the past 21 months, 
with an assist from the Federal 
Communications Commission, ac- 
cording to the Automobile Manu- 
facturers Assn. 

For years, the FCC had banned 
the use of two-way radio by 
truckers in certain metropolitan 
areas, and forbade its use for 
pickup and delivery operations 
anywhere. 

Finally, two years ago, it ap- 
proved FM “citizens’ band” truck 

| communication. Truckers installed 


} 
Buick Dealership Opened 


S. C. Trigg, district manager for 
Buick in Cedar Rapids, Ia. has 
opened a Buick dealership in La- 
Porte, Ind. Name of the new deal- 


He has taken over the franchise 
formerly held by Harold Kale. 





PT LGN RULE 


is your best accounting machine buy! 


feature for feature, is 
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CHECK THESE FEATURES 


BURROUGHS 
SENSIMATIC OTHER 

























Burroughs Corporation, 
Detroit 32, Michigan. 


“Is Your Dealer ADDRESS_ 
Accounting as 


a 


Automobile Dealer Accounting Systems 






0 


Simple mechanization 


of your accounting 
system 


_ 


Enough totals for 
your distribution 
journals 


All original records 
(No carbons needed) 


One basic plan for 
ALL distribution 
journals 


Same machine can 


meet change of 
system 
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FM equipment in Chicago, Detroit, 
St. Louis, Minneapolis, St. Paul, Ft. 
Wayne, Louisville and a host of 
other cities across the country. 

Efficiency, in terms of truck use 
and man-hours, shot up 15 to 50 
percent. A typical example explains 
why. 

Ecko Products Co., Chicago, got 
an order for special-sized baking 
pans from Scranton Bakers’ Sup- 
ply Co. in Scranton, Pa. Otto Rich- 
ter, Ecko’s assistant traffic man- 
ager, tells what happened: 

“At 3:25, chief dispatcher Gor- 
don Taylor, of Eastern Motor Ex- 
press, took the incoming call from 
our shipping department and im- 
mediately cashed in on the breaks 
that only radio could give under 
the circumstances. He stopped 
truck 207, which was on the way 
back in, at Cicero and North 
Ave., just minutes away from the 
plant. Pickup was made by 3:35, 
10 minutes after the order was 
placed.” 

He adds: “Three to four o'clock 
is still the hottest hour in the ship- 
ping business, but now two-way 
radio is actually doing what 
couldn’t formerly be done by a spe- 
cial act of Congress or tons of as- 
pirin tablets.” 


Hydra-Matic Tops 
Expectations, 


GMC Aide Says 


PON TIAC—A GMC Truck & 
Coach technical engineer says the 
mechanical endurance and operat- 
ing efficiency of trucks equipped 
with Hydra- Matic transmissions 
have surpassed all expectations. 

W. W. Edwards, technical service 
supervisor, said performance rec- 
ords have created so much demand 
that more than 24 percent of the 
light-duty GMCs registered in the 
first half of this year had automatic 
drive. 

Edwards said Hydra-Matic trucks 
have reduced maintenance costs 
and increased fuel mileage. 

“One trucker said he has oper- 
ated his 48 Hydra-Matic trucks a 
total of 700,000 miles in two years 
with only four minor road repairs,” 
Edwards said. 

“A driver who collects milk from 
Utah dairymen wrote that he is far 
less fatigued by Hydra-Matic drive 
than conventional gear-shifting and 
that he saves two gallons of gas a 
day on his runs.” 


Wood Body 


Booklet Gives Details 


On Army Unit 


WASHINGTON. — A comprehen- 
sive account of the origin and 
development of the new type of 
all-wood military truck body at the 
Teco laboratory, with step-by-step 
details of its construction, is fea- 
tured in the booklet, “Wood Re- 
search No. 17,” issued by Timber 
Engineering Co., research affiliate 
of the National Lumber Manufac- 
turers Assn. 

The article, “Laminated Truck 
Bodies,” was written by George A. 
McSwain, Teco senior technologist. 
McSwain was one of the principals 
in the designing and construction 


of the three prototype cargo bodies 


for the Army. 

A description of the fabrication 
and treating of the wood members, 
used in the three different proto- 
type bodies, is followed by an ac- 
count of the 14 months of road 
testing given the wood truck bodies 
at the Army’s Aberdeen (Md.) 
Proving Ground. 

McSwain closes his discussion 
with a brief description of two 
developments resulting from the 
successful performance of the pro- 
totype bodies: Teco’s development 
of hardwood overlays for restoring 
smoothness to floors in the Army’s 
metal truck bodies, and the organi- 
zation’s plans to develop an all- 
wood cargo body for the commer- 
cial truck field. 

Copies of the booklet may be 
obtained without charge from 
Timber Engineering Co., 1319 
Eighteenth St., N.W., Washington 
6, D.C. 
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Auto-Lite is world famous for 
long life, performance and economy 
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Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry . . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 
precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


% BATTERIES © BUMPERS © FUEL PUMPS « HORNS © GENERATORS ¢ LIGHTING UNITS 
? SPEEDOMETERS © SPEEDOMETER CABLE © SWITCHES ¢ STARTING MOTORS ¢ INSTRUMENTS 
: & GAUGES ¢- IGNITION UNITS ¢ MOULDED PLASTICS «© WINDSHIELD WIPERS e WINDOW 
UFTS ¢ SEAT MOVING MECHANISMS ¢ HUB CAPS ¢ WIRE & CABLE ¢ SPARK PLUGS ¢ METAL 

FABRICATED ASSEMBLIES ¢ GRAY IRON CASTINGS ¢ ZINC & ALUMINUM BASE DIE CASTINGS 


THE ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO 
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_ Capsule Comment 


So many colors and interior options are available with 
55 cars that prospective buyers are holding off purchases 
until they get exactly what they want. 


Like with women’s hats, no two alike! 
* * * 


Farewell to 1954, which brought first steps toward 


freight-rate equalization, two mergers among independents 
and stepped-up action to eliminate bootleggers. 


Developments which may attain even greater significance 


in later years. 
* * * 


Society of Automotive Engineers will observe its golden 


anniversary meeting this year by looking forward to “next 


50 years.” 


Yesterday’s memories give way to tomorrow’s dreams 
. . . Congratulations, SAE! 


* * * 


Steady elimination of racial and religious prejudice owes 
much to higher standard of living created by American 
business, says C.I.T. President Arthur O. Dietz, recipient 
of 1954 Brotherhood Award from National Conference of 
Christians and Jews. 


‘As the economy goes, so goes democracy. 
* * * 


Engineering Editor John T. Benedict reports on improve- 
ments in quality and production techniques of chromium- 
plated parts, noting awareness by manufacturers of adverse 
weather factors. 

Another important battle to lengthen car longevity. 
* * * 
With winter sales carrying over at unprecedented pace, 


lone cloud on 1955 horizon is UAW-CIO’s threat of a major 
strike over guaranteed annual wage demand. 


The year of decision arrives after five years of com- 


parative labor peace. 
e © o 


From coast to coast, this year’s auto shows will offer 
utmost in showmanship and hoop-la. 


Fanfare for the high-flying °55s. 








Coming 
Events 


Dealer Conventions 


Jan, 29-Feb. 2—NADA Anoual Convention, 
Hotel Conrad Hilton, Chicago. 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New rieans, La, 

Sept. i6— Nebraska New Car Dealers 
——— Paxton Hotel, Omaha. 


ya, "Won en fool 


t. 18-20 — 32nd Annual Con 


ion, 

lew _ State aan jers, 
Inc arapac inn, Saranac, N. Y. 

. 19—-Minnesota Automobile Dealers 


iation, Radisson Hotel, Minaeapo- 


is, 

Nov. 13-14 — 20th Annual Conveation, 
Automobile Dealers Association et 
—— Tutwiler Hotel, Birmingham, 

a. 
>. +2 


Dealer Auto Shows 

Jan. 8-15 — Houston Automobile Show, 
Sam Houston Coliseum, Houston, 

‘7 8-16—26th Annual Auto Show 3 & 

ational Capifal Area, District o 
— la — Guard Armory, Wash- 
ington, D. 

Jan. 8-16—Chicago Auto Show, interaa- 
tional Amphitheater, Chicago. 

Jan. 10-15 — Grand Rapids Auto Show, 
Grapd Rapids Civic Auditorium, Grand 
Rapids, Mich. 

Jan, 21-29—Iindianapolis Automobile R 
Manufacturers Bidg., Indiana State Feir 
Grounds, Indianapolis. 

Jan. 21-30—Los — Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
2-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

22-29—Baltimore Automobije Show, 


Jan. 


Jan. 
ifth Regiment Armory, Itimore, 
jaryland, 

Jan, 22-30—St, Louis Automobile Show, 


Kiel Auditorium, St. Louis. 
29-3i—Tri-State Auto Show, 


~= ans- 
ville Automobile cous Assn,, Evans- 

ville Armory, Evansville, Indiana. 
Jan. 29-Feb. 


oe Auto Show, 
Hunt Armory, Pittsburgh. 

jan. 29 - Feb, 5—Rocnester Auto Show, 
Main St. Armory, Rochester, N. Y. 


Jan. aa. x it Aut Miehi- 
gan State Fair Se tO po 

Jan. 29-Feb. 6 — Quad-City _— 
Daven , lowa, Rock Islan , Moline, 


ast ine, Ill.), Rock Island Armory, 
Rock Island, Ill. 
Feb. 2-6—San Diego Automobile Show, 
Electric Building, Balboa Park, San 


Diego. 

Feb. 5-12—Milwaukee Auto Show, Arena 
and ditorium, Milwaukee. 

Feb. 5- Moines Automobile Show, 
Veterans Memorial Auditorium, Des 


Moines. 
Feb. 5-12 — Buffalo Automobile Show. 
Masten Avenue Armory, Buffalo. 
Feb. 7-12 — Schenectady Auto Show, 


seeunniney Armory, Schenectady, New 


ork. 
Feb. 8-13 — Omaha Autemobile Show, 
Gmehe New Civit.Auditorium, Omaha, 


Feb. 13-20—San Francisco Auto Show, San 
Francisce Civic Auditoriem. 

Feb. 16-2i—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 

—Syracuse Auto Show, Onon- 

‘aga County War Memorial Bidg., 
Syracuse, New York. 

Feb. 24-27—Sioux Automobile , 
Sioux City Municipal Auditorium, 


CRy, = 
Feb. 26-March 5—Kansas City Moter Car 
ae. a Municipal Audi- 
‘orium nsas City, Missoywi. 
March—Lewiston Automobile Sew, Lewis- 
ton Ai ory. Lewiston, Maine 
Marc pokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 
March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 16-20—Winnebago County Automo- 
bile Show, Armory, oskiord. Ilinois. 
March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia. . ae 


General 


Jan. 10-13—American Road Builders’ As- 
sociation Convention, Roosevelt Hotel, 
New ar, La, 

Jan. 10-14—National Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 

Hotels, Detroit. 

Jan. 11-14—34th Annual Meeting of the 
Highway Research Board, Building of 
the National Academy of Sciences and 
the National Research Council, Wash- 


ington, D. C, 
Jan. 20-21 — iéth Annual Convention, 
(Continued on Page 14, Col. 5) 


20 Years Ago... 
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Letterbox 





Tomorrow: Today 

Let’s title this short letter: “To- 
morrow’s Future: Today.” 

With all due respect to our large 
automobile companies of today, I 
feel prompted to bring to the atten- 
tion of all concerned the matter of 
promising personnel in the retail 
merchandising profession. 

Manufacturers have developed 
schools and special training courses 
for certain personnel within the 
dealer organizations, but my point 
is this—what is the dealer doing 
to pick up where the factory left 
off? What concentrated effort on 
his personal part is directed toward 
developing, training and bringing 
out the best part of each individual 
within his organization? 

Through extensive observation, 





The Big Sintine 


Prices on the 1935 Chevrolet lines start at $465 for the sports road- 
ster and $475 for the standard coupe, and range up to $675 for the 


sports sedan in the Master deluxe line . . 


. Oldsmobile sixes start 


with a base price of $675, while the new straight eight has been 
reduced to $860... The new Packard 120 is priced from $980 to $1,095. 
It is powered by an eight-cylinder 110-horsepower engine, has inde- 
pendent springing in front and is equipped with hydraulic brakes... 
Graham enters the lowest-price range with a new six priced at $795 

. . The new Dodge models feature a rigid front axle, hydraulic 
shock absorbers, softer leaf springs and a “levelator” . . . Hupmobile 
invades the low-price field with a series of six-cylinder cars with a 


base price of $695 for the four-door, five-passenger sedan . 


. . Hud- 


son’s new models offer a pre-selection of gears which allows comple- 
tion of gearshift without removing the hand from the steering wheel. 
—From the Files of Automotive News. 





‘More Floaters ....... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor,, Automotive News, Detroit 26, Mich. 
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and I believe many good automo- 
bile men today will agree with 


me, few dealers through their 
own initiative are concerned with 
the individual element within his 
dealership and as a result the 
retail trade today is daily losing 
the aggressive, clean-cut, intelli- 
gent type of young man to other 
lines and trades. 

To back up this statement, there 
are more and more floaters drift- 
ing back into the business, and all 
dealerships are losing prestige as a 
result. 

All large corporations today have 
personnel experts and some even 
carry, on the payroll, doctors who 
have made a study of human rela- 
tions, etc. 


I don’t imply for each dealer to 
hire such a person; let’s face it, 
the overhead from today’s profits 
couldn’t bear it. But, all dealers 
should have a basic knowledge of 
the human machinery within their 
portals; if not they better start 
waking up and support such think- 
ing. 

As a past general manager, I 
can successfully say that the 
dealer should counsel with his 
department heads and work out 
a feasible plan in all departments 
for straight forward thinking on 
the part of all employes to mold 
for themselves a feeling of secur- 
ity and a permanent future. 

I am sure that this effort of con- 
genial feelings will come back to 
the dealer, not only in a sound 
reputation but profit also.—Berr- 
narp Gay, Coshocton, O. 
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To Keep Truck Deal Thriving... 


Top Service Held Necessary 


(Continued from Page 9) 
this information will point out what 
troubles to look for in each make, 
and what service methods have 
been followed to minimize unit fail- 
ures. 
* * + 

ae fleet operator pointed 

out that most dealers fail to 
solicit service business from fleet 
operators when many fleet rigs op- 
erate in or through the dealers’ ter- 
ritory. 

Most fleet garages are many 
miles apart, he pointed out, and 
road service on stalled units is 
expensive. A stalled unit requires 
that a second tractor be sent out 
to keep the load moving, and a 
tow truck be dispatched to bring 
the stalled tractor to the nearest 
garage. 

“Many dealers,” the fleet owner 
said, “have adequately manned and 
equipped shops to be of service to 
us. It would be a profitable business 
for them if we could stop off en- 
route and have ailing trucks fixed 
up for the road, or if they offered 
emergency tow service for road 
breakdowns. 

“Our company, at least would 
welcome a service- minded dealer 
dropping in at headquarters and of- 
fering the facilities of his shop for 
emergency repairs. If work was 
done well, I believe he could drum 
up a nice volume of business with 
common carriers, private carriers 
and other truckers passing through 
his territory.” 

+ * * 

ONE of the main problems of 

truck service operations, one 
dealer pointed out, is the original 
outlay for machines, parts and man- 
power necessary to carry on a 
thorough truck service operation. 
But at the same time, he pointed 
out, many well-equipped shops are 
not making the most of what they 
now have to attract truck service 
business. 

Reasons for carrying out good 
truck service operations, he said, 
are as follow: 


1. Truck service and sales are 
tied closely together. A reputation 
for first-class truck service is the 
best assurance of repeat sales, and 
for picking up new customers along 
the way. 

2. Good service work means re- 
peat business. In most cases, truck 
operators can be sold on preventive 
maintenance programs as insurance 
against lost driver and truck time. 

* » oa 
3 WITH established preventive 

* maintenance programs, truck 
work can often be scheduled into 
the shop to take up slack periods, 
and to provide a steadier flow of 
truck serviee business. 

4. Truck service produces high- 
er returns than car service in 
most areas, and despite the fact 
that good truck mechanics com- 
mand more money, commission 
basis operations can often be ar- 
ranged that will profit the shop 
as well as the mechanic. 

5. Truck repair is generally a 
higher revenue job that makes use 
of heavy equipment and specialized 
tools. Many mechanics prefer these 
jobs to the “putter jobs” that de- 
mand so much attention on cars. 

a = - 

TRUCK driving techniques are 

playing an increasingly large 
part in economics and efficient truck 
operation, another dealer said, and 
time spent in teaching drivers how 
to drive a particular make or model 
is time well spent. 

The use of tachometers, the 
dealer pointed out, will often cut 


down on truck failures if the 





Alliance Expands 


Plant in Israel 


DAYTON, O. — Alliance Tire & 
Rubber Co., Ltd., of Hadera, Israel, 








has completed a $250,000 addition 
to its plant with a resulting 50 per- 
cent increase in production capac- 
ity, it was announced last week at 
the second annual directors’ meet- 
ing here. 

Arthur Taubman, president, said 
the stepup in production would 
enable the firm to meet an in- 
creased domestic and overseas 
demand for tires. 


driver will use them properly. A 
good promotion campaign, based 
on the proper use of tachometers, 
has proven successful for many 
dealers. 

Many dealers keep “loaner” 
trucks available to loan to owners 
whose trucks break down on the 
road. This is used where the trucks 
operate in the locality, and suffi- 


2 States Buy 220 Trucks 
Through GMC Factory 


PONTIAC. — A total of 220 GMC 
dump trucks, involving contracts 
of more than $1 million, has been 
purchased by two eastern states 
for highway maintenance, accord- 
ing to A. S. McEvoy, truck fleet 
sales manager. 

New York State has bought 128 
five-ton trucks, and Connecticut, 92. 
All are model 633-42As with 177- 
horsepower engines. 

Fifty-six of the vehicles have 
been delivered to New York and 35 
to Connecticut, with the remainder 
scheduled to be delivered soon. 





cient numbers of them are in oper- 
ation to warrant this special pro- 
motion. In rural areas, where 
trucks are used to haul milk to 
creameries or condensaries, this 
program has been unusually suc- 
cessful. 
- + = 
LL of the sources included in 
the survey felt that in spite of 
the opportunities presented in truck 
service, many dealers would not 
take up the challenge. 

Too many dealers feel that 
truck service is a “headache”; 
others that too much expensive 
equipment is needed, and others 
are simply not interested in sell- 
ing and servicing trucks. 

But the shortsightedness of those 
dealers leaves an even greater ad- 
vantage for those who want to pro- 
mote truck business. There is a 
large market for those who main- 
tain good service facilities. Those 
who enter the truck sales and serv- 
ice business with a will, the survey 
disclosed, will be in line for ever- 
increasing profits in the future. 


MIDLAND 


















Refrigeration Clinic for Truck Men— 


Sponsored by the Kold Hold division of Tranter Mfg. Co., Lansing, and Herman 
Body Co., St. Louis, a two-day clinic for approximately 30 employes of City Products 
Corp. and Midwest Dairy Corp. was held in St. Lovis to review the principles of 
mechanical refrigeration. Here, W. Nejelski, Herman Body refrigeration engineer, 
gives a trouble-shooting demonstration for clinic members. Other speakers included 
O. S. McGuffey, chief engineer, and J. M. Fitzgerald, sales supervisor of Trantor. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


and Vacuum 
LATIONS— 


IDLAND makes everything neces- 

sary for complete air or vacuum 

power brake installations—designed 

and engineered to save you time and 

money and guarantee you the utmost 
in braking efficiency. 

Just take a look at the air brake items 
Midland offers in addition to compres- 
sors, Hy-Power units, valves, cylinders, 
chambers, and slack adjusters— 





2-Way Check Valves 


Hose Couplings : 6-Way Fittings 
of All Kinds: Dummy Coupling & —_ Air Gauges 
kis k Kits Hose Assemblies Shut-off Cocks 
Make Truc he Connectors it Line Cleaners 
ke Tractor Ki Hose Con Air Li : 
™ i Hose Fittings Air Line Tags Service 
Outlet Kits air Hose—All Sizes Emergency 
os Kits Copper —" iz! Terminal Bolt Assemblies 
; ned pe 
wey Kits hi Reservoirs & Brackets Axle oom Fittings 
Trailer Greene & Dua Drain Cocks Miscella odes 
Horn Kits single Stop Light Switenes Com re pipe Fittings 
Trailer Kits—Sin Low Pressure Switches Tube and i 
ives Ss 
* ° Choc Check Valves Yoke: a a 
Shovel Controls 
ze shen tx comes vo vocuemn brake oapaneny YO" 
And, from Midland — 
these items Slack Adjusters 


Hy-Power Units—For Reservoirs & Brac 








Cars j witches 
xits of All Kinds: anacued Valves ; sue a Ss 
Truck & —_ Ws Foot Control Valves—Single & Remote na 
Hand Valve its Dual Line Shut-off Valves 
Tractor to Trailer Ovtet Synchronizing per oe Hose—Alll Sizes 
synchronizing Va A Hydraulic Vacuum V2 Hose Assemblies 
Conversion Valve Kits Conversion en Values Hose Clamps 
Kits i - Axle se Springs ’ 
To & Tractor Tank Kits 2 Spee aired Valves enc Bolt Assemblies 
Hy-Power Test | axle Emergency Relay — Female Hose Couplings 
Trailer Kits— Sine Check Valves—Truck Male — 
Passenger Car Kits Ba Axle Shift Chamber bo Falegs 
* Diaphragm Chambers Pipe Fittings = 
° ae Various a to 10’ dia. Rod Eyes, Yokes, Pins 
7 ‘ ° dis. ; 
Power Units For Truc Cylinders 4%" a 
Hy _ Sizes Pages” for the Midland distributor 
; k ee llow age 
seal po " or write to the factory direct. 
Those Who Know 
Power Brakes, 


GO 


MIDLAND 








THE MIDLAND STEEL PRODUCTS CO. 
3641 E. Milwaukee Ave. ¢ Detroit 11, Michigan 


AND STOP 


SAFELY! 























SHIPPING DRUM—This one-gallon drum 
is available with regular interior coating 
or a special lining for dangerous products. 
The top is necked in to provide for stable 
stacking. Pouring spouts, either plastic or 
metal, are available. Vulcan Stamping & 
Mfg. Co., P. O. Box 161. Bellwood, i. 


Paints for Ford Motor Cars 
Offered by Martin-Senour 


Development of lacquers and syn- 
thetic enamels to match all colors 
for 1955 Lincoln, Mercury and Ford 
models has been announced by 


Martin-Senour Co., 2520 S. Quarry 
St., Chicago, Ill. 

Fifteen colors have been -styled 
for the Lincoln, 15 for the Mercury 
and 13 for the Ford. 

* * 





ROLLER SKID—The Multiton Roller Skid 
is designed for large weights. An endless 
chain composed of rollers joined by link 
courses around the center piece of the 
frame. The turntable is furnished with 
gripping teeth that imbed themselves into 
the wooden frame underneath the load as 
it is placed onto two or more Multiton 
units. When power is applied to the load, 
the units move forward, laying the rollers 
ahead of them. Stokvis-Edera & Co., Inc., 
18 Secatoag Ave., Port Washington, N. Y. 


Detroit Engineering Firm 
Offers ‘Single-Source’ Service 


An eight-page brochure, entitled 
“One Source,” has been released by 
Pioneer Engineering & Mfg. Co., 





International Harvester Co. has 
announced the appointment of 
Ralph G. Greer as vice - president 
and manager of the Washington, 
D. C. office ... Robert L. McCaffrey 
has been promoted to assistant reg- 
ional manager for the southern 
region of IHC, according to R. M. 
Buzard, manager of sales. McCaf- 
frey was formerly truck district 
manager at Des Moines. He will 
headquarter in Chicago. 

* * 


* 


Fruehauf Distributor 


Jack A. Benaroya, Work Saver 
Body Co., Cleveland has announced 
arrangements with Fruehauf Trail- 
er Co. to be exclusive distributors of 
company products throughout the 
country. Manufacturing facilities 
will not be changed, according to 
the announcement, but the sub- 
assembled kits will be shipped to 
Fruehauf branches for final assem- 
bly. 


Prediction for °55 

E. D. Bransome, president and 
chairman of the board of Mack 
Trucks, Inc., New York, said that 
Mack will again hold first place in 
sales of diesel powered trucks in 
1954, and by a wider margin than 
in 1953. As for the picture in ’55, 
Bransome said barring unforesee- 
able changes in the national econ- 
omy, “the strong upward trend evi- 
denced during the last quarter of 
54 should continue well into ’55. 


Truck News in Brief 
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Inc., 19669 John R St., Detroit 3, 
Mich. 

The bulletin details the facilities 
and advantages of a complete, 
single-source engineering service, 
such as product design and devel- 
opment, manufacturing cost studies 
and production engineering. 

* * * 


HYDRAULIC HOIST—Model 334N can 
be mounted under any pickup body as 
well as any platform body up to nine feet 
long. Rated capacity of the hoist is up to 
four tons, depending on body length and 
pivot. Mounting height is reduced to four 
inches with wheel housing-type bodies on 
standard three-inch structural steel chan- 
nel longitudinals. Galion Alisteel 


| Co., S. Market St., Galion, O. 
SOLDERING GUN DISPLAY—The Weller * * * 


Junior is now being shipped to dealers in Grizsly Book Gives Hints 


display cartons for use as window, counter ~ 
On Brake Maintenance 


or showcase sales aids. Weller Electric 
Corp., 808 Packer St., Easton, Pa. Suggestions on reducing brake- 
maintenance costs in trucks while 


* & a7 
Clark Offers Full Line increasing drum life are contained 
in a booklet, “More for Your Dol- 


Of Tor que Converters lar in Longer Brake Block and 
A complete line of Torcon torque | Drum Life.” 

converters for use in heavy-duty,| Copies may be obtained from 

off-road vehicles as well as for| Grizzly Mfg. division, 700 W. Caro- 

stationary power plants is now /|line St., Paulding, O. 

being produced by Clark Equip- =. 7 

ment Co. ‘ 
The Torcon line includes rated | ‘ 

capacities of 30 to 600 horsepower. Marketed by Zink 

Further information is available | A new sponge rubber-based mat 

from Clark Equipment Co., Auto- jis the latest product marketed by 

motive division, Falahee Rd., Jack- |Howard Zink Corp., Fremont, O. 

| son, Mich. Measuring 18 by 54 inches, the 





> 


|Mat with Foam Rubber Base 


Supplier’s Future Charted 


General Tire Says It Would Stress Auto Role 
If Motor Products Is Acquired 


DETROIT. — If General Tire &; eral Tire preferred stock for four 
Rubber Co. gets control of Motor| and a fraction shares of Motor 
Products Corp., it will concentrate | Products common. 
on serving its automotive custom- Local 203 of the UAW-CIO has 
ers. However, if this market de-| spearheaded a drive to balk the 
clines, any of several alternate ownership change by persuading 
manufacturing programs can be in-| Motor Products workers to pur- 
—- Sicecalitia ait _ chase Motor Products stock. 

S Was Tie St OF FeMmarss “Our first job will be to take care 
made in Detroit by William | (¢ our auto customers,” O'Neil as- 
O’Neil, president of General Tire, serted, “but we can’t be certain 
which is trying to get control of | },y, long they will continue buying 
Motor Products by offering one from Motor Products.” 
share of a new 5% percent Gen- O’Neil said that he felt confident 

that Ford, which buys about 40 
percent of Motor Products output. 
would continue as a customer, but 
that he was uncertain about how 
long Chrysler would remain a cus- 
tomer. Chrysler buys about 45 per- 
cent of the firm’s output. 

He hinted that Chrysler, to re- 
duce its costs, might choose to 
make more of its metal trim and 
body hardware. 

Should the auto business decline, 
O'Neil said that Motor Products 
could be used for manufacturing: 

1. Rockets and a number of other 
defense items which General Tire is 
currently making. 

2. Plastic products for the auto 
and other industries. He stated 








2,000 Postal Units 

| It is reported by the Truck Body 
; and Equipment Assn. that the U. S. 
| Post Office Department will ask for 
bids on about 2,000 truck units, 
| three-quarter ton, “sit and stand” 
units with right-hand drive. At the 
| same time, the Post Office requests 
|comments from truck body manu- 
facturers on proposed specifications 
following bid invitations. 











New Truck Body Speeds Beer Deliveries— 


Design of a new truck body has speeded deliveries of F. & M. Schaefer Brewing 


Co., Brooklyn. The body, developed by Towmotor, Cleveland, has two different floor 


levels and can be loaded from the sides as well as the rear. The lower floor levels 
have made manual handling much easier for routemen. Schaefer's new trailer fea- 
tures two skate-wheel conveyors which run along the floor from rear to front on 


either side. A palletioad is deposited just inside the doors on one of the two con- 


veyors, then pushed further in by each succeeding load, until both rows are filled. 






Body | 








NEW PRODUCTS 


©|mat is cushioned with a base of 


foam latex backing to give it a 
non-skid “grip” wherever it is 
placed. The mat may be used as a 
car-seat pad, car cushion pad, pic- 
nic bench cushion, pad for the 
kitchen floor or as a boat-seat 
cushion. 





* 


VALVE LIFTER—This mechanical valve 
lifter features solid parts which are said 
not to stick. The unit, which has four 
parts, compared with seven in a hydraulic 
lifter, is claimed to increase gas mileage 
and eliminate noise. Thomas Automotive 
Products Co., 11679 Atlantic Bivd., Lyn- 
wood, Calif. 


* = ® 


Impact Wrench 


Thor SpeedWrench No. 55, a 
half-inch drive electric impact 
wrench, has been announced by the 
SpeedWay division of Thor Power 
Tool Co., Aurora, IIl. 


that the plastic market is growing 
all the time and that much of Mo- 
tor Products’ equipment would be 
ideal for plastic manufacturing. 

3. Metal products for General 
Tire and its subsidiaries which 
annually require a large volume 
of items. 

Predicting that Motor Products’ 
profits won’t be too great, O’Neil 
declared, “We'll have to take a loss 
to get rid of their losing things, 
such as the deep-freeze division in 
Chicago and possibly the Marion 
(O.) factory.” 

Another General Tire official 
said that employment had increased 
in every factory that General Tire 
ever acquired and that most of the 
present management of Motor 
Products would be retained. 

O’Neil would not discuss the lat- 
ter point. 

Commenting that Detroit 
wasn’t too cheap as a labor mar- 
ket, O’Neil said that the Govern- 
ment also wanted General Tire 
to come into Detroit. 

He also said: “Motor Products 
buys $1 million worth of rubber 
goods from us annually, but they 
buy $4 million in rubber goods al- 
together. Maybe we can get more 
of this business.” 


Pittsburgh Plate 
Opens New Lab 


SPRINGDALE, Pa. A new 
building housing the basic and 
applied research laboratories of 
Pittsburgh Plate Glass Co.’s paint 
and brush division was opened here 
last week. The division’s research 
facility was formerly in Milwaukee. 

Headed by Dr. Howard Gerhart, 
the laboratories will be manned by 
85 chemists, engineers and assist- 
ants. The main research building is 
a three-story brick structure con- 
taining 68,000 square feet. 

E. D. Peck, vice-president of the 
paint and brush division, said the 
laboratories were “dedicated to the 
creation and experimental produc- 
tion of new chemical compounds, 
paints, varnishes, enamels, lacquers, 
resins and plastics.” 

He added that the various facets 
of research, new materials, prod- 
ucts and techniques for Pitts- 
burgh’s 16 paint and brush plants 
have been integrated into one re- 
search center 








is de- 


BATTERY CHARGER—This unit 
signed to charge several batteries at one 


time. It is 21 inches tall and can be 
mounted on the wall. It has built-in fuse 
protection, mercury vapor tubes and cur- 
rent control. Electronic Rectifier Co., Main 
and Federal Sts. Rochester 2, N. Y. 


Buyers Found 
Switching Lines 


To Spite Dealer 


NEW YORK.—Approximately 30 
percent of car owners will switch 
to another make, according to the 
1954 survey of Redbook. 


The study of 9,690 families re- 
vealed that 54 percent of the mo- 
torists surveyed were dissatisfied 
with their dealers and that more 
than 25 percent of them had no 
complaint to make with the car but 
only with their dealer. 


In 38 percent of these cases, the 
reasons given for dissatisfaction 
were indifference, lack of courtesy 
and distrust. A total of 41.9 percent 
called dealer service “unreliable, 
poor and too long for repairs and 
delivery.” 


Dividing the families surveyed in 
young adults (18 to 35 years) and 
an older group, the study found 
that 12.7 percent of the young adult 
group plans to buy a station wag- 
on, compared with a 3.1 percent 
vote for station wagons in national 
figures for all groups. 


Another 17.7 percent of the young 
adult group has its sights on a 
hardtop, almost twice the 9.1 per- 
cent of the national average. 


Calendar 


(Continued from Page 12) 


General 


Private Truck Council of America, Inc., 
Statler Hotel, New York. 

Jan. 20-21 — Private Truck Council ef 
America, Iéth Annual Convention, Hotel 
Statler, New York City. 

Jan. 20-25 — GM Motorama, Waldorf- 
Astoria Hotel, New York City. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Feb. 5— Antique Automobile Club of 
America Annual Meeting and Dinner, 
Franklin Institute, Philadelphia. 

Feb. 5-13 — GM Motorama, Dinner Key 
Auditorium, Miami, Florida. 

Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati. 

March 5-13—GM Motorama, Pan Pacific 
Auditorium, Los Angeles, Calif. 

Mar. 16-I18—IIth Annual Canadian Auto- 
motive Service Show, Automotive Blidg., 
C. N. E. Grounds, Toronto, Canada. 

March 26-April 3—GM Motorama, Civic 
Auditorium, San Francisco, Calif. 

April 20-May !—37th International Motor 
Show, Turin, Italy. 

April 23-May !—GM _ Motorama, 
monwealth Armory, Boston, Mass. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Augtralia. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, inc., Hotel Otesaga 
Cooperstown, New York. 

* 8s @ 


Regional Parts Shows 


Feb. 24-27—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 3!-Apr. 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex, 

. 28-30—Southeast Automotive Show, 
Atlanta. 

May 19-22—Tri-State Automotive Show, 
New York City. 

June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 
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by Jack Weed 


(Continued from Page 9) 


and attack the highway shortage 
on the basis of a national system 
to meet national needs according 
to national standards— the sooner 
we will begin to solve the truck 
law problem as well as many other 
troublesome aspects of today’s 
transportation.” 

How right the Louisville Courier- 
Journal is. 

And this newspaper is published 


* 


ers clocks and custom-built radios. 
Several makes feature tinted glass, 
directional signals, draft-free ven- 
tilation, soft three-passenger seats 
that are fully adjustable, chrome 
grille guards, two-tone upholstery 
and a dozen or more attractive 
external finishes.” 

And for the benefit of the AMA 
boys, it may be pointed out that 





air conditioning is available for the 
truck driver’s cab, comparable in 
price and efficiency to that for pas- 
senger cars. 

I might add that it was not 
entirely the distaff influence that 
brought all these things into the 
truck picture. Guys who make their 
living by driving trucks may spend 
more time in a truck cab than they 
do in their own home, and they! 
want the same things in their cab) 
that they get in their car. 

And because good truck drivers 
are about as scarce as good me- 
chanics, employers want to hold on 
to them by providing the things in 
their trucks that will hold them. 








Superior Pontiac-Cadillac in New Home— 


Completion of a $600,000 building was celebrated by Superior Pontiac-Cadillac, 
Inc., Flint, at Dort Highway and Lapeer Road. The dealership formerly was located at 
1409 N. Saginaw St. W. M. Packer, of Packer Pontiac, Detroit, is president of the 
firm. He formerly was sales manager of Packard. George A. McKay is general 
manager. 


prewar bottieecks.” |S 4 Completely NEW LINE of Service Bodies with 


oa 
That New Look 
STARTED off this column with | 
a reference to a Christmas 
message. 
Now, sticking my neck out where | 
many of my good friends in the | 


industry can chop away at it, I| 


wish to comment on just one greet- | 
ing card that came in. 

Dick Woodhouse, of GMC, sent 
one that tickled me no end. It said 
something about not needing Ru- 
dolph, and in a window at the top 
of the card, when opened, there 
was a GMC truck with a bright red 
cab. Now take it easy, the rest of 
you nice guys who remembered me 
this year. 

I got a bang also out of a very 
recent release from the Automo- 
bile Manufacturers Assn. eulogiz- 
ing the truck. One portion in 
particular shows that even the 
boys uptown in the association 
office are beginning to appreci- 
ate some of the metamorphosis 
undergone by the lowly truck, 
since the war in particular. 
Much of this realization is wrap- 
ped up in the following words: 
“In any case, mama doesn’t care 
to be seen in a colorless workhorse 
that may be ever so efficient, but 
is dirty behind the ears and a 
shade on the uncomfortable side. 
Mama asks for color and a touch 
of glamor. She is getting both. 
“The cab of many 1955 trucks 
would do any passenger-car maker 
proud. There are armrests, sun- 
shades, dome lights and pushbutton 
door handles. There are good heat- 


Truck Distribution 
Revamped by TH 
In Michigan 


DETROIT. — International Har- 
vester last week announced a re- 
alignment in the administration of 
its wholesale sales pattern through- 
out the lower peninsula of Michi- 
gan. 

Under the new plan, the com- 
pany has separated the wholesale 
distribution of its trucks from its 
farm equipment and refrigeration 
products at both Grand Rapids and 
Saginaw district offices. 

Both offices will continue to han- 
die farm and refrigeration prod- 
ucts, but truck distribution is now 
handled by the Detroit truck dis- 
trict office. 

C. H. Koehn and L. K. Faust, as- 
sistant district managers at Grand 
Rapids and Saginaw, have been 
transferred to Detroit in similar 
capacities to assist G. D. Partridge, 
the Detroit district manager. D. M. 
Leonard continues as assistant dis- 
trict manager in Detroit. 


Brake | 


(Continued from Page 9) 

what can be done to increase the 
time between necessary brake ad- 
justments, and John Thomas, of 
International Harvester Co., will 
head the second task force in an 
evaluation of the various types of 
emergency-brake application equip- 
ment now available. 

Consultants to the task forces 
will be Stephen Johnson jr., of 
Bendix-Westinghouse Automotive 
Air Brake Co., and Raymond P. 
Almond, of Midland Steel Prod- 
ucts Co. — 

Others attending the Detroit 
meeting included A. E. Williams 
and L. E. Bury, Fruehauf Trailer 
Co.; F. B. Lautzenhiser, Interna- 
tional Harvester; C. W. Jackman, 
Chevrolet; V. C. Speece, White Mo- 
tor Co.; Ernest P. Lamb and Alex 
Stamm, Chrysler Corp.; Robert 
Palmer, Ford Motor Co.; Karl M. 
Richard and Walton Schmidt, AMA, 
and John B. Hulse, TTMA. 





25 FEATURES» help you sell 
now Tueks ot a greater prott 


Bonderized, all-steel welded construction. 
Double lap-type joints. 

Extra-wide doofs for easy access. 

Larger, greater capacity compartments. 


Embossed door panels for rigidity 
and appearance. 


Fully recessed door handles. 

_ All doors keyed alike. 
Tumbler-type locks at no extra cost. 
Full bolt-action locking bar. 
Weatherproof compartments . . .lap- 





@ Extra strength, bridge-type construction with 
interlocking lateral and longitudinal 
reinforcements. 

Side boxes supported by one-piece cross 
members, reinforced at mqunting holes. 


@ Models to.fit 40 different Ford, Chevrolet, 


Studebaker, Dodge, GMC and 
International chassis. 


For 4, 34, 1 and 114-ton trucks. 
For both single and dual wheel chassis. 

Exclusive 4-point coil spring body mounting. 
Complete line of Service Accessories. 





Shown here — 
Model 900D with upper structure. 


@ Heavy-duty reinforced 16-gage bulkheads, 
Outside compartment headers 14-gage steel. 
12-gage, 4-way, safety tread non-skid floor. 
From 25 to 35 square feet of floor 


seal and gutter drain 


loading area. 


Through wheel housings for universal dual 


wheel application. 
Reinforced tailgate. 


Raised bottoms of all vertical 
compartments provide extra pro- 
tection for tools and supplies. 


on all doors. 


@ Beaded fender panels hinged for 


Shown here — 
Model 1050D-C 

















easy access to wheels and spring shackles. 

































Movuson 
= cervice bodies 


Morrison Service Body Division, MORRISON STEEL PRODUCTS,-INC., 680 Amherst St., Buffalo 7, N.Y. 
Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors. 


c. THE NAME OF YOUR MORRISON DISTRIBUTOR. Ask him for complete details on the New Morrison Service Bodies and Morrison’s Demonstrator Plan. 


Auto Safety House Platt, Inc. 

—— Ariz. c 
uthern Equipment Co. 
Fort Smith, Ark. 
No. Little Rock, Ark. 

Jumbo Equipment Co. 
Los Angeles 15, Calif. 

The Winter-Weiss Co. 
Denver 2, Colorado 

S. J. Meeks’ Son 
Washington 1, D.C. 

DeBoliac Truck Equip. Co. 
Miami, Florida 

Rivers Body Fact 
Jacksonville 4, Fla. 


Chicago 20, Illinois 
Scruggs-Drake Equip. Co. 
Decatur, Illinois 
Moline Body C 
Moline, Illinois 
Drake-Scruggs Equip. Co. 
Springfield, Illinois 
Hallenberger, Inc. 
Evansville 12, Ind. 
Allied Truck Equip. Corp. 
Indianapolis 18, Ind. 
lowa Body & Equip. Co. 
Des Moines 9, lowa 
Harry Young & Sons 


Dealers Truck Equip. Co. 
Shreveport, La. 

Hercules-Campbell 

Body Co., Inc. 


o. ° Portland, Maine 


Cambridge, Mass. 
Continental Body Co. 
Bay City, Mich. 
Neil's Automotive Service, Inc. 
Kalamazoo, Mich. 
Burch Body Works 
Rockford, Mich. 
Roadway Mtg. & Equip. Co. 
Van Dyke, Mich. 
West End Auto Body Co. 


Orlando, Fla. Wichita 4, Kansas ; 
Tampa, Fla. Tom Rice, Inc. Duluth 6, Minn. 
Truck Equip. Co. of Atlanta Louisville 1, Kentucky Keystone Trailer & Equip. Co. 
Atlanta, gia Blattman Sheet Metal Kansas City 1, Mo. 
Olson Manufacturing Co. s, Inc. Eaton Metal Products Co. 


Boise, Idaho 


New Orleans 16, La, 


Billings, Montana 


Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, N.M. 


Maday Body & Equip. Co. 


Buffalo 11, New York 

Rochester, New York 
Hercules-Campbell 
Body Co., Inc. 

Latham, New York 

Tarrytown, New York 

Waterloo, New York 


Baker Equip. Eng. Co., Inc. 


Charlotte 1, N.C. 
Swanston Equip. Co. 
Bismarck, N.D. 

Fargo, N.D, 
Myers Equip. Corp. 
Canfield, Ohio 


Power Brake Service, Inc. 
Cleveland, Ohio 

Buckeye Truck Body 

Builders, Inc. 
Columbus 3, Ohio 

Perfection Equip. Co. 
Oklahoma City, Okla. 

Schetky Equip. Corp. 
Portland, Oregon 

M. A. Brightbill Body Wks. 
Lebanon, Pa. 

Eastern Body Co. 
Philadelphia 32, Pa, 

Auto Truck Equip. Co, 
Pittsburgh 8, Pa. 

Roy F. Drake Body 

& Equip. Co. 
Sioux Falls, $.D. 

A. Fassnacht & Sons 
Chattanooga, Tenn. 


W. T. Stringfellow & Co. 
Nashville, Tenn. 

Williamsen Body & 

Equip. Co. 
Ogden, Utah 

Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 

Nelson Truck Equip. Co., Ine, 
Seattle 9, Wash. 

American Machine Co. 
Spokane 11, Wash. 

Baker Equip. Eng. Co., Inc, 
Bluefield, W.Va. 
Charleston, W. Va. 
Clarksburg, W.Va, 
Huntington, W.Va. 

Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 

Hay & Harding, Ltd. 
Calgary, Alta, Canada 






























AIRFOAM makes interiors roomier, Premolded AIRFOAM replaces expensive AIRFOAM gives custom looks at Exciting new seating ideas 
more luxurious handwork—looks even richer competitive prices become practical with AIRFOAM 





THE VW/ORLOES FINEST, 





Airfoam~T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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with SOFAS-ON-WHEELS! 





AIRFOAM can be your greatest 
sales-aid in years 


MA DE 


e 
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LOW, SPORTY-LOOKING CARS have 
plenty of sales-pull—but they certainly 
complicate your manufacturer’s seating 
problems. 


AIRFOAM is already helping save space 
—and eventually may completely elimi- 
nate uselessly bulky seat-construction, 
so reminiscent of Grandma’s parlor—so 
out of place in modern cars. 


AIRFOAM DEVELOPMENT ENGI- 
NEERS are making giant strides in that 
direction. Working with leading auto- 
mobile manufacturers, with outstand- 
ing designers, they are shaping entirely 





NEW seating. It’s seating that will 
deliver superlative riding comfort—and 
without one cubic inch of useless bulk! 


FULL-DEPTH AIRFOAM SEAT-UNITS 
will be mass-produced at mass-produc- 
tion savings. They will add style and 
glamour to the smartest cars—and will 
reclaim more usable ROOM in those 
cars than any type seating now on the 
road! 


Maybe your manufacturer will be 
among the first to deliver this timely © 
AIRFOAM sales-tool! Goodyear, Automo- 
tive Products Dept., Akron 16, Ohio. 


00D, YEAR 


MOST MMODERN, CUSHIONING 


We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday— NBC TV Network 


DETROIT PUBLIC LIBRARY 
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$510, $475; 2-dr., $415, $270. "49 Custom 
(8) 2-dr., $300; 4-dr., $290; Custom (6) 
2-dr., $195. 48 %-ton pickup, $180. '47 
Deluxe coupe, $160. 46 Deluxe 2-dr., 
$160. 
MERCURY—’49 2-dr., $290 
NASH—’50 Rambler 2-dr., $125. 
OLDSMOBILE—’51 (88) 4-dr., $755*. 
PLYMOUTH—’55 Savoy 4-dr., $1,995. °49 


Deluxe 2-dr., $250, $230. 
Market Trend PONTIAC — '51 Silver Streak (6) 4-dr., 


$560; 2-dr., $405, $375. '49 Silver Streak 

The overall average price of used cars sold at wholesale — for (6) 4-dr., $215. 
the full month of December was $683, according to Automotive News’ | 
index. JENISON, MICH. 


> ial mo: rt | (Grand Rapids Auctions, Inc. Sale every 
The average declined $6 from the level for the partial nth estab- oe Ee ise te es ad toe, 


Used-Car Auction Prices 


lished a week earlier. (The market was very firm today. We 
> 9, . index. Th r of ’4 had a fine consignment of autos and they 

All makes except ’47s declined on the e e price 7s crept aad ‘come tee Use and Gf canes Geen 
upward $1. were in attendance. Sold 79 cars out of 


Setbacks were: °49s, down $10; ’48s, down $10; ’54s, down $8; ’50s, 117 offerings.) 
3 Hi 7 b BUICK—’54 Super Riviera 2-dr., $2,300*, 
down $7; ’53s, down $6; ’51s, down $5, and ’52s, down >. ; eee ae tae, Gomi aoe 
New low prices were established for all models except ’54s, ’48s and $2.170*. °53 Super Riviera 2-dr., 2 at 
"47s. $1,510*; RM Riviere, —.. oor ae 
‘52 Special Riviera 2-dr., aay ju- 
Sales activity last week was at the lowest point since the week of per Riviera 2-dr., $775*, $595. 50 Special 


duly 5, 1954. At a group of representative auctions, ‘1,220 units were 4-dr., $340, $330. '49 Super 2-dr., $420°; 





4-dr., $250*. $375; Deluxe (6) 2-dr., $355; %-ton 
offered and 788 were sold, for a percentage of 64. In the previous | (anmrAc—'s3 (62) club coupe, $2,485*| stake, $315. '50 Custom (8) 2-dr., $385, 
week, the sales ratio was 71 percent. (ps); 4-dr., $2,325". '47 (62) 4-dr., $325*. | $290; Deluxe (6) 2-dr., $315. ’49 Custom 
CHEVROLET — '54 Two-ten club coupe, (8) 2-dr., $195, $170. 
Prices marked with an * indicate a unit equipped with an automatic | i's1'415: 2-dr., $1,340. '53 Two-ten 4-dr., | MERCURY—'52 Monterey 4-dr., $875. 
transmission or overdrive, and (ps) indicates power steering. $950. '52 SL Deluxe 2-dr., $550. '51 S| NASH—'53 Statesman 4-dr., $830. 
Deluxe 4-dr., $505, $480; 2-dr., $465; SL | OLDSMOBILE—’54 (98) club coupe, $2,- 
N LITTLE ROCK ARK 4-dr., $370; %-ton pickup, $460. ’50 SL Special 4-dr., $275. '50 SL Deluxe Bel 740* (ps), $2,640°; 4-dr., $2,460° (ps); 
’ 9 o Deluxe 2-dr., $530; 4-dr., $515. '49 SL Aire, $505*, $480. (88) Super club coupe, 2 at $2,450°; 4- 
(Arkansas Auto Auction. Sale every Deluxe 4-dr., $360, $350, $265, $260,| DeSOTO—’51 Custom (6) 4-dr., $535*. dr., $2,235*, $2,200*°, $2,085*. '53 (88) 
Wednesday. Prices are for sale of Dec. 22.) $105. °46 FL 2-dr., $230; 4-dr., $165,| DODGE—’52 Meadowbrook 2-dr., $440. ‘50 Super 4-dr., $1,475*, $1,450°; (98) 4-dr., 
(Sold 69 cars out of today’s offerings.) $150. Meadowbrook 4-dr., $330*. $1,400*. '52 (88) 2-dr., $880*. '51 (9S) 
BUICK—’50 Special 4-dr., $365, $360. DeSOTO—'49 2-dr., $310, $250. FORD — '54 Crest (8) 2-dr., $1,495. °53 2-dr., $775*. °50 (88) 4-dr., $510*, $495°. 
CADILLAC—’51 (62) 2-dr., $1,620*. FORD—’54 %-ton pickup, $830. '52 Crest Crest (8) Victoria, $1,220*; 4-dr., $1,- | PLYMOUTH—’54 Belvedere 4-dr., $1,400*. 
CHEVROLET—’54 Two-ten 4-dr., $1,605. (8) Victoria, $1,000*%; %-ton pickup, 035*; 2-dr., $965. '52 Main (8) Ranch ’52 Cranbrook Belvedere, $655. 

"53 Two-ten station wagon, $1,010; 2- $600, $410, $330. '51 Deluxe (8) 2-dr., Wagon, $1,005; 4-dr., $780. '51 Custom | PONTIAC—’55 Star Chief (8) Catalina, 
dr., $1,040. ’'51 SL Deluxe 2-dr., $600°*; $505. °50 Custom (8) 4-dr., 2 at $545, (8) Victoria, $695*; Deluxe (8) 2-dr.. $2,800* (ps); 4-dr., $2,710* (ps). ‘54 




















Install the leader“.. 
Perfect Circle 2-in-1 


: chrome piston rings! 


t 


Survey after survey proves Perfect Circles are 
preferred by more people than any other ring! 


To the Doctor of Motors this means: 


1. LESS SALES RESISTANCE 
2. MORE RING INSTALLATIONS 
3. MORE PROFIT 


=— FS 
ee because ... Perfect Circle’s 2-in-1 
fume. Chrome piston ring set has both the top ring and 
the oil ring plated with thick, solid chrome. Entire 
area of ring travel gets complete wear protection 
more than doubling engine life. Customers are_ 
assured thousands of extra satisfying, economical 
miles of sustained power and positive oil control. 
No tedious break-in as rings are lapped-in at fac- 
e tory. Perfect Circle Corporation, Hagerstown, In- 
* diana; The Perfect Circle Co., Ltd., Toronto, Ont. 


Perfect Circle 


2 in 1 chrome piston rings 


The Standard of Comparison 


Average Used-Car Prices 


(Compiled by Automotive News) 





















Dec., Nov., Oct., 

1954 1954 1954 
$1,793 $1,848 $1,775 
1,147 1,197 1,235 
804 854 896 
589 604 651 
446 459 493 
304 330 355 
209 227 252 
175 166 201 








Average... $ 683 $ 711 $ 732 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


Chieftain (8) Catalina, $2,045*. '53 Chief 
tain (8) 2-dr., $1,310*%, $1,025; 4-dr.. 


$1,215*, $1,100*. °51 Silver Streak (8) 
2-dr., $625*. °49 Silver Streak (6) 2-dr. 
$165. 

STUDEBAKER — ‘53 Commander clut 


coupe, $800. ’°52 Champion 4-dr., $600 
’51 Commander conv., $360. 

MISCELLANEOUS — ’'53 Henry J 2-dr 
$250. ‘52 Ford English Consul 4-dr. 
$435. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale ever; 
Friday. Prices are for sale of Dec. 17.) 
(Sold 187 cars out of 300 offerings.) 


BUICK—’55 Special Riviera, $2,750*. °54 
Super Riviera, $2,275*, $2,150; 4-dr., 
$2,225*. '53 RM 4-dr., $1,650* (ps). ‘51 
Super 4-dr., $810*, $725*, $675*; RM 
4-dr., $550* (ps). '48 Special 4-dr., $240. 
"47 Special sedan, $110. 

CADILLAC—’54 (62) 4-dr., $3,825* (ps); 
coupe, $2,900*. °53 (62) 4-dr., $2,625*; 
coupe, $2,625*. °52 (60) 4-dr., $2,120°. 

CHEVROLET—’55 Two-ten (8) 4-dr., $2,- 
000; Two-ten (6) 2-dr., $1,750; Bel Air 
(6) 4-dr., $1,765; One-fifty 2-dr., $1,530. 
"54 Bel Air Sport coupe, $1,725*; 2-dr., 
2 at $1,550*, $1,540*, $1,510; station 
wagon, $1,525; 4-dr., $1,415; Two-ten 
4-dr., $1,330; 2-dr., $1,230. '53 Bel Air 
Sport coupe, $1,225*; Two-ten 4-dr., 
$1,150* (ps), $1,080, $1,040; 2-dr., $1.- 
070*, $1,030, $925; conv., $1,050. ’°52 SL 
Deluxe club coupe, $735. 

CHRYSLER — ’51 NY coupe, $625*. ‘50 
Royal coupe, $525*. ‘49 Royal 4-dr., 


"50 Custom 4-dr., $550*; Deluxe clu! 
coupe, $260. 

DODGE—'49 Custom club coupe, $265*. '4S 
Custom 4-dr., $200. 

FORD—'55 Custom (8) Country sedan, $2,- 
400, $2,350; 4-dr., $2,300*; Fairlane (8) 
4-dr., $2,275, $2,100; Victoria, $2,250; 
Main (8) Ranch Wagon, $2,250, 2 at 
2,175*; 4-dr., $1,750. °54 Main (8) 
Ranch Wagon, §$1,725*; Custom (8) 
Country sedan, $1,700; conv., $1,580*; 
4-dr., $1,525; 2-dr., $1,475, $1,410, $1,- 
150, $1,125; Main (6) 2-dr., $1,200, $1.- 
190, $1,000. "53 Custom (8) Country se- 
dan, $1,425; 4-dr., $1,150; 2-dr., $1,150; 
Crest (8) Victoria, $1,300*. '52 Main (8) 
Ranch Wagon, $1,100; 2-dr., $800. °51 
Custom (8) 2-dr., $675*, $590, $500; 4- 
dr., $650, $605; Deluxe (8) 4-dr., $520*; 
2-dr., $505; Deluxe (6) 4-dr., $350. ’50 
Custom (8) 2-dr., $680, $590; 4-dr., $500. 

MERCURY—’54 Monterey coupe, $2,000*. 
‘52 Custom Sport coupe, $985. °51 club 
coupe, $630*; conv., $615*. '50 conv., 
$370. 

NASH—’55 Metropolitan conv., $900. ‘52 
Statesman 4-dr., $650. '51 Rambler 
coupe, $465. 

OLDSMOBILE — ’55 (88) Super Holiday, 
$3,025* (ps), $2,945* (ps); 2-dr., $2,860* 
(ps), $1,900*. ’54 (98) Holiday, $2,800*; 
(88) Super 4-dr., $2,430*; 2-dr., $2,100*. 
"53 (98) 4-dr., $1,750* (ps), $1,525", 
$1,400*. °52 (98) 4-dr., $1,120%; (88) 
4-dr., $1,100*. ’51 (88) club coupe, $540*. 
"49 (88) club coupe, $375*. 

PLYMOUTH—’55 Savoy club coupe, $1,745. 
‘51 Cambridge 4-dr., $300. °50 Special 
Deluxe 4-dr., $440. 

PONTIAC—’'54 Chieftain (8) 4-dr., $1,575*. 
"53 Chieftain (8) Catalina, $1,415*; 2- 
dr., $1,210*; 4-dr., $1,100*. °52 Chieftain 
(8) 4-dr., $950*; 2-dr., $750*. ’50 Silver 
Streak (8) 4-dr., $450°, $405*. 

STUDEBAKER—’51 Champion coupe, $415. 

WILLYS—’51 station wagon, $460. ’50 sta- 
tion wagon, $390. '49 jeepster, $335. '47 
jeepster, $230. °46 jeepster, $230. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 

Friday. Prices are for sale of Dec. 17.) 
(Market very good and prices holding 
strong. Sold 125 cars out of 185 offer- 
ings.) 

BUICK —’54 RM Riviera coupe, $2,500° 
(ps). ’°53 RM _ Riviera coupe, $1,570* 
(ps); 4-dr., $1,420* (ps); Super Riviera 
4-dr., $1,365*; coupe, $1,250*; Special 
4-dr., $1,300*. ’°52 Special 2-dr., $900. 51 
RM 2-dr., $675*; Super Riviera 4-dr., 
$640*, $425*; Special 2-dr., $595. ’50 
Special 4-dr., $505; RM 4-dr., $460*. 

CADILLAC—’54 (62) coupe, $3,775* (ps); 
4-dr., $3,605* (ps). "52 (62) 4-dr., $1,- 
720°. ‘51 (62) 4-dr., $1,570*, $1,555*. 
"50 (62) coupe, $1,220*. '49 (62) 4-dr., 
$915*. '48 (60) Special 4-dr., $355*. 

CHEVROLET—’54 (210) 4-dr., $1,335, $1.- 
300. ’53 Two-ten 4-dr., $1,110*, $1,005; 
2-dr., $970; Bel Air 4-dr., $1,050, $1,030; 
One-fifty 2-dr., $800. 52 SL Deluxe Bel 
Air, $925*; 2-dr., $815, $730; 4-dr., 
$785*, $745*, $735, $680; FL Deluxe 
2-dr., $785; SL Special 2-dr., $590, $560. 
‘51 SL Deluxe 4-dr., $560*, $505*; 2-dr., 
$550*; SL Special 2-dr., $515. '50 SL 
Deluxe 4-dr., $500; FL Deluxe 4-dr., 
$500*, $495, $425; Bel Air, $420. °49 
SL Deluxe 4-dr., $300. 

CHRYSLER — '50 Windsor club coupe, 
$440°. 

DeSOTO—'53 Fire Dome (8) 4-dr., $1,055*, 
$1,040*. '52 Fire Dome (8) 4-dr., $815*. 
*50 Deluxe 4-dr., $385*. '39 4-dr., $100. 

DODGE—’53 Coronet 4-dr., $965*, ’51 Cor- 
onet 4-dr., $535*. '48 %-ton tow, $485. 

FORD—'55 Fairlane (8) Victoria, $2,350*. 
’53 Custom (8) 4-dr., $1,100*%; 2-dr., 
$950. '52 Crest (8) Country Squire, $1,- 
080; Victoria, $910; Custom (8) 4-dr., 
$765; Main (8) 2-dr. $740. '51 Custom 


(Continued on Page 19, Col. 1) 
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L Used-Car Auction Prices 


(Continued from Page 18) 


(8) 2-dr., $545*; 4-dr., $515. °50 Custom 
(8) 4-dr. $490. '49 Custom (8) station 
wagon, $165. 

HUDSON—’51 Hornet 4-dr., 

, $115. 

KAISER—’52 Deluxe 4-dr., 
rin Sport coupe, $470°*. 
MERCURY—’54 Monterey Sun Valley, $2.- 
195%; coupe, $2,040%; 4-dr., $2,025*°; 

r., $1,605. ’53 Custom 4-dr., 
2-dr., $1,235*. ’51 club coupe, 
$535; 4-dr., $510, $465. °49 club coupe, 

$210, $290°. 

NASH—’52 Statesman 4-dr., $725*; Ram- 
bier station wagon, $565. °51 Rambler 
station wagon, $575, $560°; Statesman 
4-dr., $500*, $405; Country club, $405*. 
‘49 Ambassador 4-dr., $165*; (600) 4- 
dr., $160*. 

OLDSMOBILE — '54 (98) 4-dr., $2,620* 
(ps); (88) Super 4-dr., $2,200*. ’53 (98) 
Holiday, $1,900* (ps); 4- dr., 
(88) Super conv., $1,675* 
$1,455. "52 (98) 4-dr., $1,355*, 
'49 (88) Super 4-dr., $400*. 
4-dr., $100*. 

$595°*, 


PACKARD—’51 4-dr., 
PLYMOUTH — ’'53 Cranbrook club coupe, 


$575°. °48 


$620°. "51 Dar- 





46° (98) 


$535*. °49 
station wagon, $375°*. 


$870, $845. ’52 Cranbrook 2-dr., $600. 
’51 Concord 2-dr., $255. '50 Deluxe club 
coupe, $400. 


PONTIAC—’ 53 Chieftain (8) Catalina, $1,- 
400. ’°52 Chieftain (8) 4-dr., $900*; Chief- 
tain (6) 2-dr., $635. ’51 Silver Streak (8) 

4-dr., $695*. °49 Silver Streak (6) coupe, 
$255°. 

STUDEBAKER—’52 Champion club coupe, 
$460*; 2-dr., $405. ’°50 Champion club 
coupe, $350*, °49 Champion 4-dr., $100*. 


DETROIT 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of Dec. 21.) 

(Consigners unloading and buyers still 
going strong. Clean autos are beginning 
to appear for the wholesale market. We 
expect the market prices to hold their 
own after the first of the year. Sold 83 
cars out of 120 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,250*; 


4-dr., $2,135*. °53 RM Riviera 2-dr., 
$1,545* (ps). °51 Super Riviera club 
coupe, $725*; 4-dr., $600*; Special 4-dr., 
$550. °50 Special Riviera 2-dr., $500*. 
°49 Super 4-dr., $265, $220*. 
CADILLAC—’51 (62) coupe deVille, $1,- 
625*. °50 (62) 4-dr., $1,225*. °49 (61) 
4-dr., $690*; (62) 4-dr., $675*. 
CHEVROLET — ’53 Two-ten 2-dr., $900; 
One-fifty 2-dr., $825, $745. °52 SL De- 
luxe conv., $650*. ’°51 SL Deluxe, $635*; 
2-dr., $500*; SL Special 2-dr., $430; 


%-ton pickup, $410. ’50 %-ton pickup, 
$375; 4-dr., $300. '49 SL Special 2-dr., 


$185. °48 FL 2-dr., $175. 
CHRYSLER—’54 Windsor 4-dr., $1,600°. 
’53 Windsor 4-dr., $1,200. ’52 NY coupe, 
$885* (ps). °50 Windsor club coupe, 
$515*; NY 4-dr., $415. 
DeSOTO—’53 Custom conv., $1,060. '50 


Custom conv., $500. 

DODGE — ’53 Coronet club coupe, $895*; 
4-dr., $835*. °52 Coronet 4-dr., $620*; 
club coupe, $595*; Meadowbrook 4-dr., 
$555*, $525*. 50 Deluxe 2-dr., $320. '48 
Deluxe 2-dr., $165. 

FORD—’55 Crest (8) 2-dr., $1,975*. °54 
Custom (8) 2-dr., $1.435*. '53 Custom 
(8) club coupe, $1,160*; 2-dr., $1,010; 
4-dr., $1,000, $950%, $935*; Main (6) 
Ranch Wagon, $1,065. °52 Main (8) 
Ranch Wagon, $910; 4-dr., $635. °51 
Custom (8) 4-dr., $545; Deluxe (8) 2- 
dr., $415. ’°50 Custom (8) 2-dr., $570; 
4-dr., $285; Custom (6) 2-dr., $390, 
$375; Deluxe (8) 2-dr., $240. "49 Custom 
(8) 2-dr., $175. ’46 Deluxe (8) 2-dr., 
$140. 

HUDSON—’53 Hornet 2-dr., $785. 

KAISER—’52 Manhattan 4-dr., $580; 2-dr., 


$550°*. 
MERCURY—’53 Monterey club coupe, $1,- 
285. ’50 Deluxe conv., $450. 


OLDSMOBILE—’53 (98) Holiday, $1,600* 
(ps). °51 (98) 4-dr., $600°. ‘50 (88) 
4-dr., $425*; (76) 2-dr., $275. '48 (98) 
4-dr., $175*. °47 (66) 4-dr., $100. 

PACKARD—’51 (200) 4-dr., $550%. °48 
4-dr., $135. 

PLYMOUTH—'53 Cranbrook 4-dr., $760; 


2-dr., $710*. ’52 Concord 4-dr., $375. '50 
Deluxe club coupe, $365. 
PONTIAC—’48 Torpedo (8) 4-dr., $195. 
STUDEBAKER — ’'53 Commander club 
coupe, $905*. °52 Champion 4-dr., $430°*; 
2-dr., $410. 50 Champion 4-dr., $150. 
WILLYS—'53 Aero 2-dr., $500. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Dec. 17.) 

(Sold 132 cars out of 209 offerings.) 
BUICK—’54 Special conv., $2,125* (ps). 

*53 Super Riviera, $1,530*; Special 4-dr.. 

$1,180*. 52 Super Riviera, $1,000*. ‘51 

Super 4-dr., $565*, $555*; conv., $515*. 

"50 Super Riviera, $400; Special 4-dr., 


$290°. 

CADILLAC—’53 (62) coupe, $2,600*. °52 
(60) Special 4-dr., $2,075*. ‘51 (62) 
conv., $1,615*; (60) Special 4-dr., §$1,- 
440°. '50 (62) 4-dr., $1,225°. 

CHEVROLET—’54 Bel Air 2-dr., $1,610* 
(ps), $1,200*; Two-ten 2-dr., $1,295. °53 
Bel Air coupe, $1,100*; Two-ten 2-dr., 
$880. '52 SL Deluxe Bel Air, $865°; 4- 
dr., $700°; 2-dr., $685, $640*. ’51 SL 
Special 2-dr., $600; SL Deluxe 2-dr., 
$570°, $545, $540°, $500*; Bel Air, $500*. 
"50 SL Deluxe Bel Air, $525°; FL Deluxe 
2-dr., $405°. °49 FL Deluxe 4- dr., $245. 

CHRYSLER—’51 Windsor 4-dr., $625°. "48 
Windsor 4-dr., $165. 

‘50 Custom 4-dr., $355. 


DODGE—’52 Coronet club coupe, $550. ‘51 
Meadowbrook 4-dr., $420. ‘50 Meadow- 
brook 4-dr., $300; %-ton pickup, $310. 
"48 %-ton panel, $150. 

FORD—’55 Fairlane (8) 2-dr., $1,945. °54 
Crest (8) Victoria, $1,785* (ps). °53 
Crest (8) Victoria, $1,105*; Main (8) 


Ranch Wagon, $1,080; 2-dr., $820, $800; 
Custom (8) 4-dr., $850*%, $800°. '52 %- 
ton pickup, $700, $650. '51 Custom (8) 
2-dr., $545, $535, $530; Deluxe (8) 4-dr., 
$435°*. 50 Custom (8) 4-dr., $405*, $380* 


$265°. °49 Custom (8) 4-dr., $235*, $195, 
$135. 

HUDSON — ’52 Hornet 4-dr., $550°. °51 
Pacemaker 2-dr., $200. ‘50 Super (6) 
club coupe, $225. '49 Commodore (6) 
4-dr., $175. 


KAISER—’51 sedan, $325. 


MERCURY—’54 Custom 2-dr., 
385. °53 Monterey 4-dr., 
"52 Custom 4-dr., $780. ’51 club coupe, 
$585, $535, $475*. '49 club coupe, $300. 


NASH—’52 Statesman 2-dr., $725*. °51 
Statesman 4-dr., $185*. ‘50 Ambassador 
4-dr., $205*. . 

OLDSMOBILE—’54 (98) Holiday, $2,825* 
(ps). °53 (98) Holiday, $1,825* (ps). 
"52 (98) 4-dr., $1,390* (ps), $950*; (88) 
4-dr., $1,060*. '50 (98) 4-dr., $625*; (88) 
4-dr., $585*, $350°. 

PACKARD—’53 (400) 4-dr., $1,310* (ps). 

PLYMOUTH — '53 Cranbrook club coupe, 
$755; 4-dr., $470; Cambridge club coupe, 
$715. '51 Cambridge 2-dr., $450; club 
coupe, 2 at $380; Cranbrook 4-dr., $415; 
Concord 2-dr., $320. '50 Special Deluxe 
4-dr., $185. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,175*. 
*52 Chieftain (8) Catalina, $775*. "51 
Silver Streak (8) 4-dr., $675°, $405*. °50 
Silver Streak (6) 2-dr., $325*. '48 Tor- 


$1,450, $1,- 
$1,240*, $1,200°. 


pedo (8) 2-dr., $290*. '47 Torpedo (6) 
2-dr., $150. 

STUDEBAKER — ‘54 Commander club 
coupe, $1,175*. ‘51 Commander 4-dr., 
$400*; Land Cruiser, $390*, $365"; 


Champion club coupe, $345*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Dec. 17.) 

(Market good. Sold 172 cars out of 
258 offerings.) 

BUICK—’55 Super Riviera, $3,010*; Spe- 
cial 4-dr., $2,600*, '54 Special Riviera, 
$2,150*. °53 Super Riviera $1,540*; Spe- 
cial 2-dr., $1,320*. '52 Super Riviera, 
$1,150*; RM 4-dr., $990*%; Special 2-dr., 
$720*. °50 RM 4-dr., $500*. 

CADILLAC—’54 (62) coupe, $3,850* (ps). 
"52 (62) 4-dr., $2,170* (ps), $1,810*. ’51t 
(62) 4-dr., $1,550°. '49 (62) 4-dr., $1,- 
000*. ’47 (62) 4-dr., $200. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,240*; 4-dr., $2,075*. '54 Bel Air 2-dr., 
$1,630*. ’°53 Bel Air 4-dr., $1,080*; Two- 
ten 2-dr., $905; One-fifty 2-dr., $730. ‘52 
SL Deluxe 2-dr., $845; SL Special 2-dr., 
$675. °51 SL Deluxe Bel Air, $625*; 
SL Special 2-dr., $525. °50 SL Deluxe 
4-dr., $415*. °49 SL Deluxe conv., $425. 
'48 FL 2-dr., $290. 

CHRYSLER—’50 Windsor Newport, $420*; 


coupe, $300*. '49 Royal club coupe, $425. 
46 NY 4-dr., $270. '42 Royal 4-dr., 
$110. 


DeSOTO—’53 Fire Dome (8) coupe, $1,590. 
*50 Deluxe club coupe, $330*. 

DODGE—’54 Coronet 4-dr., $1,300. ‘53 
Coronet 4-dr., $1,080. 52 Coronet 4-dr., 
$575*. ’°51 Coronet club coupe, $600*. "50 
Meadowbrook 4-dr., $460*. ‘48 Deluxe 
4-dr., $110. 

FORD—’55 Fairlane (8) club sedan, $2,- 
275*; Victoria, $2,200; Custom (8) 2-dr., 
$2,025*. ’54 Crest (8) 4-dr., $1,440°. '53 
Main (6) 2-dr., $875. ’52 Main (8) club 
coupe, $700; Custom (8) 2-dr., $650. ’51 


Custom (6) 2-dr., $505; Main (6) 2-dr., | 


$385. °50 Custom (8) 2-dr., $400. ‘49 
Custom (8) 2-dr., $310*. 
HUDSON—’52 Hornet 4-dr., $725*. °51 
Pacemaker 4-dr., $300. °50 Super (6) 


2-dr., $185. °49 Super (6) 4-dr., $105. 

KAISER—’52 2-dr., $615*. 

LINCOLN—’55 Capri 4-dr., $3,650°. ‘54 
Capri 4-dr., $3,350°, $2,500*. °49 Cos- 
mopolitan 4-dr., $200*. 

MERCURY—’54 Monterey coupe, $1,950", 
$1,810*; Sun Valley, $1900*; Custom 
2-dr., $1,560. 53 Custom 4-dr., $1,330*; 
2-dr., $1,285. ’52 4-dr., $940. 

NASH — '51 Ambassador 4-dr., $410*; 
Statesman 4-dr., $340*. "49 Ambassador 
4-dr., $100*. 

OLDSMOBILE — ’53 (98) 4-dr., $1,700*, 
$1,540*, $1,530*. ’52 (88) 2-dr., $1,350*. 
"51 (98) 4-dr., $660*. °50 (88) 2-dr., 
$630*, $510*. ’48 (78) 2-dr., $190*. 


PACKARD—’54 Clipper 4-dr., $1,650*°. °52 
2-dr., $580. °50 4-dr., $315. 
PLYMOUTH—’55 Plaza 4-dr., $1,780. °53 
Cranbrook 4-dr., $1,050, $830*; Cam- 
bridge 4-dr., $950; club coupe, $625. °52 
Cranbrook 4-dr., $640. °51 Cranbrook 
station wagon, $785; 4-dr., $510. 
PONTIAC—’54 Star Chief (8) Catalina, 
$2,050*. °53 Chieftain (8) 4-dr., $1,190°*. 
*52 Chieftain (8) Catalina, $910; 4-dr., 
$690. '51 Chieftain (6) club coupe, $720*; 
Chieftain (8) 4-dr., $690. °50 Silver 
Streak (8) 4-dr., $625*. 
STUDEBAKER—’53 Commander 2-dr., $1, - 
110. °52 Commander 4-dr., $560. °51 


Commander 2-dr., $400. °50 Champion 
4-dr., $305; 2-dr., $300. °47 Champion 
4-dr., $120. 


WILLYS—’53 (4) station wagon, $730. °52 
Aero Wing sedan, $570. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 

day. Prices are for sale of Dec. 22.) 
(Pre-Holiday business slow. Sold 89 
cars out of 126 offerings.) 

BUICK—’54 RM 4-dr., $2,385* (ps); Su- 
per Riviera, $2,050* (ps). ’53 RM 4-dr., 
$1,465* (ps); Special 4-dr., $1,160. 52 
Super 4-dr., $850*. 


CADILLAC—’54 (62) coupe deVille, $4,- 
055* (ps). '53 (62) 4-dr., $2,675* (ps). 
"51 (62) 4-dr., $1,680°. 


CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
830; Two-ten (6) 4-dr., $1,825, $1,770. 
’53 Bel Air Hard Top, $1,175*; 4-dr., 
$1,100*; Two-ten 4-dr., $1,040, $1,025*, 
$915. '52 SL Deluxe Bel Air, $765. '51 
SL Deluxe 2-dr., $545*. "50 SL Deluxe 
Bel Air, $550*; 2-dr., $400. 

CHRYSLER—’55 Windsor 4-dr., $2,575*. 
’54 NY 4-dr., $2,050* (ps). 53 NY 4-dr., 
$1,350*. ’51 Windsor Hard Top, $895*. 

DODGE—’53 Coronet 4-dr., $1,110*; 2-dr., 
$900*. "52 Meadowbrook 4-dr., $610*. 

FORD—’55 Main (8) Ranch Wagon, §2,- 


815; 4-dr., $1,765; Custom (8) Country 
sedan, $2,400*, $2,365°; 4-dr., $2,175*; 
Fairlane (8) 4-dr., $2,175*; Victoria, 


$2,375* (ps). '53 Custom (8) 4-dr., $1,- 
030*; Custom (6) 4-dr., $900. '52 Crest 
(8) Victoria, $915*. 

HUDSON—’52 Hornet 4-dr., $525*. 


LINCOLN—’53 Cosmopolitan 4-dr., $1,470*. 
MERCURY — ’54 Monterey 4-dr., $1,860*, 


$1,575*; Hard Top, $1,750*. '53 Monterey 
4-dr., $1, 135*. '52 Monterey coupe, $1,- 
100°. 


NASH—'50 4-dr., $255°. 
OLDSMOBILE—’55 (88) Super ¢-dr., $2,- 


815° (ps); 2-dr., $2,620°. '54 (88) 2-dr., 
$1,955" (ps). '53 (88) 4-dr., $1,485*; 
2-dr., $1,470°. °52 (88) 4-dr., $1,205* 


(ps); (98) 4-dr., $1,085°*. 
PACKARD—’52 Hard Top, $985. 


PLYMOUTH—’55 Savoy 4-dr., $2,200*, $2.- 
030*, $1,900. '53 Cranbrook 4-dr., $9607; 
Belvedere, $895. 


PONTIAC—’55 Star Chief (8) Catalina, 
$2,800* (ps); 4-dr., $2,525*. '52 Chieftain 
(8) 2-dr., $945* 

STUDEBAKER—'53 Commander Hard Top, 
$1,070*. '51 Commander 4-dr., $420*. 


DANVILLE, VA. 


(Danville Auction Co, Sale every Wed- 

nesday. Prices are for sale of Dec. 22.) 
(Average Pre-Holiday sale. We expect 
considerable increase in activities after 
the first of the year. Sold 57 cars out 
of 87 offerings.) 

— RM 4-dr., $545; Special 4-dr., 

CHEVROLET—’51 FL Deluxe 2-dr., $550, 
$500*. '50 SL Deluxe 2-dr., $455, $355, 
$325; 4-dr., $560°, $455, $395; %-ton 
pickup, $305. 

DODGE—’51 %-ton pickup, $455. 
onet coupe, $240. 

FORD—’53 Crest (8) 2-dr., $1,060*; 
tom (8) 2-dr., $955; 4-dr., 
Crest (8) Victoria, $1,045*; Custom (8) 
4-dr., $850, $810. 51 Custom (8) Victoria, 
$750: 2-dr., $725; club coupe, $530; 4- 
dr., $520; Deluxe (8) 2-dr., $560; De- 
luxe (6) 4-dr., $455. °50 Custom (8) 
2-dr., $475, $400. °49 Custom (8) station 
wagon, $200. '48 %-ton pickup, $310, 
$215; Custom (8) 2-dr., $230; Deluxe 
(8) 2-dr., $235. 

MERCURY—’53 Custom Sport coupe, $1,- 
400°; 4-dr., $910. ’51 4-dr., $440. 

OLDSMOBILE — ’50 (88) 4-dr., $605*; 
conv., $205. °49 (88) 2-dr., $350*. 

PACKARD —’51 club coupe, $485. 

PLYMOUTH—’54 Belvedere 4-dr., $1,340*. 
‘53 Cranbrook 4-dr., $790. °50 Deluxe 
2-dr., $310. ’48 Deluxe station wagon, 
$130. '47 Special Deluxe 4-dr., $440. 

PONTIAC—’51 Silver Streak (8) 4-dr., 
$725*; Catalina, $710*. 

— — °’51 Commander 4-dr., 

WILLYS—’50 jeepster, $355. 

MISCELLANEOUS—’51 GMC %-ton pick- 
up $330. 


"49 Cor- 


Cus- 
$920. °52 


+ * 
s a 
— Auctions in Brief — 
FLINT 
Flint Auto Auction, Inc. Sale every Wed- 
nesday (Dec. 22). We had a good con- 
signment of clean cars, however, percent- 
age sold as well as prices off. Sold 49 out 


of 109. 
oo * * 


ALBANY 
Tim Anspach’s Auto Auction. Sale every 

Tuesday (Dec. 21). Our last auction of the 
year sent the market crashing down; selling 
only 64 percent of autos entered, which ‘s 
low for this market. However, choice, clean 
units are still selling well. Sold 119 cars 
out of 188 offerings. 

* 7 


+ 
NEW YORK CITY 
Skyline Auto Auction. Sale every Tuesday 
(Dec. 21). '52s through '54s down in price 


with ‘49s through "51s firm. All others look- 
ing for takers. Too many dealers holding out 
for the last dollar. Sold 42 cars out of 98. 


* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Dec. 23). Prices falling on '53 
and '54 models. All others holding firm, 
if clean. Sold 74 out of 98. 
* * * 


MINNEAPOLIS 
Minneapoli§ Auio Auction. Sale every 
Thursday (Dec. 23). A amaller consignment 
of cars today with bidding brisk. Sold 66 
out of 91. 
* * * 


LAUREL, MD. 
Colie’s Auto Auction. Sale every Wednes- 
day (Dec. 22). Market fair considering cold 


weather and Christmas Holiday. Sold 16 
out of 30. 
* * * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (Dec. 22). Market off with heaviest 
activity in very low priced merchandise. 
Sold 52 cars out of 87 offerings. 
* * + 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Dec. 23). Small consignment of autos 
due to holidays. Bidding active. Sold 33 
cars out of 51 offerings. 

* * * 


FT. WAYNE, IND. 


Carl Marker’s Auto Auction. Sale every 
Tuesday. (Dec. 21). Very little change in 
prices. Sold 78 out of 125. 










Like 
Bedcovers 
for your 
Engines... 


ENGINE PRE-HEATER 


KIM HOTSTART pre-heaters circu- 
late hot water through the en- 
gines when they are not in use; 
protect them against bitterest 
winter cold; keep them rarin’ to 
go at the touch of the starter. 
Here are other advantages: 


Saves warm-up time 
Reduces fuel consumption 


Eliminates necessity of 
heated terminals 


Prolongs battery life 


There’s a KIM Hotstart to fit every gas or 
diesel engine. Let your automotive supplier 
show you how KIM Hotstart cuts the cost of 


winter damage. Or write for literature. 


KIM HOTSTART MANUFACTURING CO. 
West 917 Broadway, Spokane 1, Washington 


Shopping Center 


for 


Profitable Ideas 


1955 NADA CONVENTION 


and 


NATIONAL AUTOMOBILE DEALERS 
EQUIPMENT EXHIBITION 


January 29 thru February 2 
CHICAGO, 





Join the nation's new car dealers in Chicago when they 
go shopping at the 38th Annual NADA Convention & 8th 
Annual NAD Equipment Exhibition for profitable ideas. Some 
of the nation's top industrialists, economists and authorities 
in all phases of the automotive industry will be on hand 


to sketch a "1955 Blueprint for Profit." 


ILLINOIS 





; 
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Brake for Farms 
Electric Units Reported 
In Wider Use 


BELOIT, Wis.—Latest step to- 
ward modernization of farm equip- 
ment is the growing use of small- 
size electric brakes on farm utility 
trailers and wagons, according to 
Norman K. Anderson, general sales 
manager of Warner Electric Brake 
& Clutch Co. 

The electric trailer brakes range 
in size from 12 by 1% inches to 14 
by 2 inches. This size range, An- 
derson says, will accommodate most 
farm trailers and wagons having a 
gross load of up to 5,500 pounds. 

Anderson said the growing ac- 
ceptance of the new electric brakes 
came as a result of many states 
having instituted legislation requir- 
ing the use of a separate braking 
system on any farm trailers or 
wagons which were used to any 
extent in over-the-highway oper- 
ations. 

The trailer or wagon brakes are 
controlled from the truck or trac- 
tor by means of a hand control 


mounted on the steering column.'has purchased Borden Auto Sales 
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Diesel Unit for Emergency Power— 


This 500-kilowatt Electro-Mobile diesel generating unit has been designed by the 
electro-motive division of General Motors to help utility companies improve service 
in outlying areas and to meet emergencies. The 567C series engine develops 800 
horsepower. Five models are available. Three are designed to be moved by rail and 
two for movement over highways. The rail units have capacities of 500, 750 and 
1,000 kilowatt. The highway units are of 350 and 500 kilowatt capacity. 


Remley Turns Dealer 


Charles H. Remley, salesman for | (Buick), Georgetown, O. The con- 
Bethel Service Center, Batavia, O.,|cern will be known as Remley 
Buick Co. 
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Growth, Benefits Reviewed .. . 


U.S. Truck Population 
Double 1941 Total 


(Continued from Page 9) 


employed people in this country 
get their livelihood from employ- 
ment in the truck industry in 
some capacity. Last year, accord- 
ing to “Facts,” 6.6 million men 
and women were employed in the 
industry for a new record. 

And despite the surging registra- 


Trucking Firm Announces 


Coast-to-Coast Service 

BALTIMORE. — A coast-to-coast 
trucking service has been an- 
nounced by B. Von Paris & Sons, 
Ine. 

The firm is an agent for Wheaton 
Van Lines, Inc., Indianapolis, which 
has formed a new service with 
Lyon Van Lines, Inc., Los Angeles. 
The Lyon firm is a subsidiary of 
Lyon Van & Storage Co., which 
operates 43 warehouses on the Pa- 
cific coast. 
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le “M’’: Cosmopolitan hard- 
= for double-acting doors. 


PH 
Style “B”: 


changeable face plates. 


attractive appearance 






new...all-new 
vw : “ | 
§ at standard prices 


An outstanding example of the ‘Kawneer 
Touch”. . . the new all-welded aluminum 
door can be “‘customized’’ to your needs. 
Now you can specify a door that is 10% 
stronger than similar doors, provides a clean, 
seamless, eye-appealing appearance, and 
features interchangeable hardware... yet 
the cost compares with other standard doors. 
Here is the only stock door that can be 
styled to any type of store. Learn all about 
it now. See your Kawneer dealer or 

write Kawneer, Niles, Michigan. 


Now! —identification hardware 
‘individually designed’’ 





le “B’: Coronet ‘Pull Han- 
die” ideal for symbol. 


J. L. JONES, PROP. 


Coronet ‘Push Bar’ provides length for full name. 


Kawneer offers a choice of four different styles of 
hardware. The two styles shown have inter- 


If you wish a 


face plate to identify any type of 

business or name, all you do is have artwork 
prepared. Kawneer will laminate it in plastic, 
etch it on aluminum, or produce it on any 
material you desire and in any color. The 
cross-hatch plate is then merely replaced right 
on the job with the new design. 


Completely welded construction 


for greater strength—lower cost 


® 10% stronger than most doors 
* New “deep-weld” penetrates metal 100% 
® Hairline joints and unblemished finish for 


® No exposed, unsightly screws 
® Seamless tubular frame construction 
® Long lasting beautiful alumilite finish 


Kawneer 


2 Se ee M 








tions, nearly double since 1945, 
“Facts” reports that more than one 
of every five trucks in use today 
was built before World War II, in- 
dicating a ready market for still 
more new trucks. 

Seventy percent of the trucks sold 
in 1953 merely replaced trucks that 
were scrapped that year, and with 
every move of industry to out-of- 
city locations, every swing toward 
suburban living and each increase 
in business will demand its modi- 
cum of increased truck transporta- 
tion. 

* © ®@ 

[TRRSSTING marketing figures 

include the fact that 30 percent 
of all trucks in the U. S. today are 
located in but 115 counties. In 1953 
there were 23,564 trucks of cab- 
over-engine design sold, as well as 
17,981 multistop type delivery rigs. 

Fifty -three percent of the 
trucks in service have panel or 
pickup bodies and 64 percent are 
under 8,000 pounds gross vehicle 
weight. 

The truck industry is widespread, 
with 1,917 truck and truck-body 
plants located in 718 cities. There 
are truck manufacturing or assem- 
bly plants in 21 different states and 
every state has one or more truck- 
body maker. There are 1,857 body 
plants located in 667 different cities. 

Some 26,500 fleet operators— 
those having 12 or more trucks in 
the fleet—operate 1,746,000 trucks. 
All other owners must depend 
upon their dealer for service. 


Farley to Address 
Private Truckers; 


Agenda Listed 


WASHINGTON.—James A. Far- 
ley, former Postmaster General, 
will speak at the closing luncheon 
of the 16th annual convention of 
the Private Truck Council of Amer- 
ica, Inc., to be held Jan. 20-21 at 
the Statler Hotel, New York. 

The Council, formerly the Na- 
tional Council of Private Motor 
Truck Owners, Inc., will open its 
annual convention with a workshop 
forum Jan. 20 when the chairmen 
of standing committees wil! report. 
President Ejisenhower’s proposed 
highway-building program will be 
discussed at the first business ses- 
sion. 

Part of the Thursday afternoon 
session will be devoted to discus- 
sion of public relations with W. H. 
Paxton, Sutherland Paper Co., as 
the principal speaker. Another fea- 
ture of the afternoon program will 
be “private Trucks Challenged— 
Let’s Face It,” when the problems 
facing private truck operators will 
be aired. 

The opening business session Jan. 
21 will be devoted to a panel dis- 
cussion. “The Consumer Meets the 
Manufacturer,” with T. A. Drescher, 
past president, as moderator. The 
panel will be composed of consum- 
ers and manufacturers. 

This panel will be followed by a 
discussion of third-structure taxes. 
Special emphasis will be given to 
New York’s weight distance tax 
law. The Friday afternoon business 
session will be devoted to highway 
safety and the awarding of the 
Council’s safe driving award cer- 
tificates. 

The opening luncheon will be 
held Jan. 20. As in the past, the 
allied industries committee will be 
host at a reception and dinner to 
all registrants on Thursday night. 
The Council’s board of directors 
also will meet during the conven- 
tion. 


Saddlers’ Sad Story: 


No More Business 


CHICAGO. — The Saddlery 
Manufacturers Assn. has dis- 
banded after 65 years of exist- 
ence. 

The group announced that its 
membership had dwindled to 17 
firms and that annual business 
had shrunk from $50 million in 
1910 to $3 million in 1958. 
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TURNINGS 


by 


John T. Benedict 


ORD has just reached us that 

Packard is planning a real 
surprise in the way of a special 
model (not in production) for dis- 
play at the Chicago auto show next 
week. Called the “Request” by 
Chief Stylist Dick Teague, the car 
has a design theme with a classic 
motif: Its dominant feature is 4 
fresh, modern styling revival of the 
traditional vertical front end that 
was such a familiar Packard trade- 
mark for many years. 

We are told that, since 1951 
when the company discarded this 
recognition feature, Packard has 
had a steady flow of requests 
(hence the name) that it bring 
out an up-to-date version of the 





classic vertical radiator design. 

Produced by reworking a 1955 
Packard hardtop, the Request has 
the central vertical grille recessed 
in the radiator hood opening. The 
eye-catching two-tone paint job is 
slated to be a pearlescent white, 
with copper-colored top and side 
accent strip. 

It seems to me that Packard has 
achieved two elusive style objectives 


Hyrol Names Kellstrom 
CHICAGO.—Hyrol Chemical Co., 
manufacturer of water soluble cut- 
ting and grinding compounds, has 
appointed Robert E. Kellstrom of 
Kell-Co. as Detroit representative. 





in its execution of this idea. In the 
first place, it has produced a dis- 
tinctive appearance that will ne- 
gate the common complaint that 
“cars look too much alike nowa- 
days.” The Request will not be mis- 
taken for any other car—for it’s 
definitely Packard, and definitely 
modern. 

Which brings me to point No. 2: 
The difficult goal of creating fresh- 
looking designs every year while 
retaining an outward semblance of 
the car’s ancestry. 

Although this seems like a 
worthwhile characteristic to me, 
it has largely been lost in the 
past nine years. Yet it would 
seem that owner loyalty and 
other desirable effects are gained 
by continuity of design evolution 
that permits some carryover of 
distinguishing identifying fea - 
tures. (Certainly, Pontiac’s fol- 
low-through with its Silver Streak 
idea is evidence that it considers 
such recognition to be of value.) 

n- 
antes «ak an tee “ob on it will be welcomed back by a nos- 
cago, and you can bet that public | talgic public like a long-lost cousin. 
reaction to the Request will be ee 
studied carefully. Having had a/ Novel I.D. Broach Is Used 


preview of the design, I’m enthusi- On Power-Steering Part 


astic about its possibilities. 
U= of an internal broaching 


In fact, it doesn’t look too risky 
for me to make my first forecast operation (instead of hobbing) 


“Well, back to the old drawing 
board!” 





of the New Year—a guess that the 
time-honored vertical radiator will 











several rugged 


are locked out. 


records. 


¥ HMM M X 


Simple common-sense design assures 
easy, low-cost maintenance. 


EATON 


Gear-tooth loads are distributed over 


gear teeth. 


The husky planetary pinions turn only in 
the low speed range; in high speed they 


Stress and wear are reduced to a minimum. 
Gear speeds are slower. 


Quiet operation and easy clash-free shift- 
ing are assured at all truck speeds. 


Long life and trouble-free operation are 
proven through actual performance 





MANUFACTURING 


Eaton 2-speed Axles have 





Planetary — 
Gears 











share the 
load 


More than Two Million 
Eaton Axles in Trucks Today! 





AXLE DIVISION 
COMPANY 


CLEVELAND, OHIO 


6 ). PRODUGTS: Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters ¢ Valve Seat Inserts « Jet 
Engine Parts , Rotor Pumps . Motor Truck Axles » Permanent Mold Gray Iron Castings » Heater Defroster Units « Snap Rings 


Springtites , Spring Washers , Cold Drawn Steel ¢Stampings « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 








on @ power-steering worm con- 
nector is one of the many inter- 
esting manufacturing innovations 
at Chrysler’s new Trenton ( Mich.) 
plant. When studying this job, 
Master Mechanic Ray Gorris de- 
parted from conventional prac- 
tice by thinking of it “primarily 
as a tapping problem.” 

At present, a _ pull-through 
screw broach with lead screw at- 
tachment is removing about .130 
inches of stock (from inside di- 
ameter) on two passes, in only 
about one-third the time that 
would be required for hobbing. 

If promising experiments pan 
out, Gorris expects to do the job 
eventually with one pass of the 
broach. When perfected, it -is 
hoped that this method will per- 
mit elimination of the finish 
grinding operation. 


* 2 * 


Quality of Chrome Plating 


still spell “class” in 1955 and that| 7ermed at Highest Level 


A= talking with a number of 
plating experts to gather infor- 
mation for the featured story in 
our Dec. 27 Engineering Section, 
I’m convinced that an affirmative 
reply is in order for the common 
question: “Is today’s chrome plat- 
ing equal to pre-Korean War qual- 
ity?” 

Don Bigge, head of chemical lab- 
oratories of the Chrysler engineer- 
ing division, is among those who 
are emphatic in stating that chrome 
plating on present-day cars is “bet- 
ter than prewar.” 

As evidence, he points to the 
plating specifications for Chrys- 
ler’s 1955 cars. Minimum thick- 
ness of the vital nickel under- 
coat is required to be .0015 inches 
on bumpers plated by Chrysler, 
and .00125 inches on steel parts 
plated by suppliers whose equip- 
ment requires a copper base-coat 
under the nickel. 

Although the details probably are 
known only to plating specialists, 
a number of companies and the 
American Electroplaters Society 
are cooperating on a vast program 
—named “Project 15” —that ulti- 
mately will have a significant ef- 
fect on specifications for plating 
systems and standardized test pro- 
cedures for their evaluation. 

The problem has been to evolve 
accelerated tests that will faith- 
fully reproduce results obtained un- 
der field service conditions. Avail- 
ability of such procedures will en- 
able plating engineers to “do an 
intelligent job” of developing new 
plating processes, etc. 

Active participants in the com- 
bined effort include such major 
auto producers as General Motors, 
Ford Motor Co., Chrysler Corp., 
American Motors Corp. and Stude- 
baker-Packard Corp. 

Electric Auto-Lite Co.; the Doeh- 
ler-Jarvis division of Nationa] Lead 
Co.; International Nickel Co.; Hou- 
daille - Hershey Corp.; United 
Chromium, Inc.; the Standard Steel 
Spring division of Rockwell Spring 
& Axle Co., and Udylite Corp. are 
among industry suppliers and fin- 
ishers of decorative parts that are 
cooperating in the project. 

x > * 


Bliss Notes New Trends 
In Machine Design 


A TREND in automatic presses is 
heaviér tonnages, with built-in 
wiring and piping for automatic 
devices, and a “package-machine” 
concept that permits the purchaser 
virtually to “plug in” the giant ma- 
chine for installation. 

That’s the latest word in the 
E. W. Bliss Co. quarterly publica- 
tion, Bliss Trends. 

In the autumn number, which 
Wwe just received from Editor Jim 
Harrington, an article on design- 
ing presses for the age of auto- 
mation points out that such ma- 
chines now are designed for use 
on high-speed production lines, 
where they work in conjunction 
with loaders and unloaders, and 
other equipment to move parts 
in and out of a press automati- 


cally. 

Right at the inception of a de- 
sign, consideration is given to the 
feed and transfer “accessories” 
that will be used with the machine 
in the pressroom. As a result, pro- 
vision is made for air and electri- 
cally actuated devices, and control 
panels are recessed in the sides of 
the press. 

Harrington calls the clean, un- 
cluttered exterior lines “the trend 
in press design.” 









Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

HIGHER court has ruled that 

a properly recorded lien or 
mortgage takes effect the instant 
it is recorded and, further, that it 
has priority over all other liens not 
on record. 

For example, in Wilson v. Moore, 
121 N. E. (2d) 259, an auto owner 
named Moore borrowed $325 from 
City Loan & Savings Co. on Aug. 
11, and executed a mortgage on the 
car to City Loan & Savings Co. as 
security for the debt. The lien of 
the mortgage was noted on the cer- 
tificate as Aug. 22 at 9:32 a.m. 

A person named Wilson had an 
unrecorded lien on the same auto 
and had the sheriff sieze and at- 
tach the auto Aug. 22, at 4 p.m. 

In subsequent litigation, the 
higher court held that the mort- 
gage recorded at 9:32 a.m. had pri- 
ority over the sheriff’s attachment 
at 4 p.m., ruling: 

“We reach the conclusion that 
the lien of City Loan & Savings Co. 
is prior to the lien of the plaintiff 
(Wilson).” 

The court explained that Wilson 
could have won the suit if he had 
proved that he had recorded his 
lien before 9:32 a.m. Aug. 22. 

* + * 


School Not Liable 

eee a higher court re- 
fused to hold a driving school 

liable for injuries received by a 

novice driver who was assured that 

she had been taught to drive her 

car safely. 

For example, in Wiles v Motor 
Club of America, 121 N. E. (2d) 
167, one Wiles sued driving school 
and two of its instructors for in- 
juries received after she had been 
assured that she could drive safe- 
ly. She drove into a tree while 
taking a driver’s license exam- 
ination. 


The higher court refused to hold 


IH’s New Engine 
Offered as Option 
On R-160 Series 


CHICAGO. — The new 140-horse- 
power International Black Diamond 
264, a high torque, valve-in-head 
gasoline engine, has been intro- 
duced as optional equipment for 
the five International R-160 series 
truck models, it was announced by 
R. M. Buzard, truck sales manager 
of International Harvester Co. 

The six-cylinder BD-264 is de- 
signed to. power trucks of 14,000 to 
17,000 pounds gross vehicle weight 
and highway tractors rated at 29,- 
000 pounds gross cargo weight. 

“This addition to the complete 
line of International - built motor 
truck powerplants,” Buzard said, 
“displaces 264.33 cubic inches, de- 
velops 140 horsepower at 3,800 revo- 
lutions per minute and delivers 234 
pounds-feet maximum torque at 
2,000 rpm.” 

The engine has a newly designed 
dual- barrel downdraft carburetor 
and latest-type manifolding, which, 
Buzard said, achieves fuel savings. 


The BD-264 has 3 11/16th-inch 
bore and 4 %-inch stroke. 

The BD-264 has a solenoid-oper- 
ated, overrunning-clutch-type posi- 
tive engagement starter to facili- 
tate starting in extremely cold 
weather. The engine also features 
@ new l1l-inch clutch. It provides 
14 percent more facing area and 
incorporates a fully ventilated 
cover and roller-mounted fingers 
that reduce pedal pressure by 25 
percent, according to Buzard. © 


Other important elements include 
three-ring aluminum pistons and 
positive full-pressure lubrication. A 
new high-lift 50-degree ramp cam- 
shaft is said to assure quieter valve 
operation and eliminate breakage. 
The counterbalanced, six - main - 
bearing crankshaft is reinforced 
alloy steel with fillets at bearing 
journals. Exhaust valves are stel- 
lite-faced slo-roto type with sil- 
chrome seats. 
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either the driving school or the in- 
structors liable, and said: 

“She (Wiles) was under no obli- 
gation or compulsion, either to 
take the driving lessons or to un- 
dertake to drive the car.” 

* 


Car Confiscated 


| Fp month a higher court held 
that state authorities can le- 
gally confiscate a car being used 
for certain illegal purposes, even 
though the owner of the car had 
no knowledge that it was being 
used for illegal purposes, and had 
not given permission for its use. 
For illustration, in Findlay v. 
Monroe, 270 S. E. (2d) 325, the suit 
involved a Cadillac seized as con- 
traband property by a conservation 
officer on the ground that there 
was being transported in the car a 
deer which had been illegally 


killed, as per Chapter 115, Public 
Acts of 1951, Sections 42 and 46, 


respectively, Williams Code Sup- |" 


plement at Sections 5178.71 and 
5178.74. 

Mrs. Verlie Monroe, was con- 
victed for the illegal possession 
and transportation of the deer. 
The auto was owned by Mrs. 
Monroe, but her husband was 
driving it at the time. 

Mrs. Monroe argued that her car 
could not be lawfully confiscated 
because she was not in the car at 
the time the deer was being ille- 
gally transported and, further, she 
had given her husband no consent 
or authority to drive, or use it for 
illegal purposes. 

It is interesting to observe that 
the higher court approved the con- 
fiscation of the auto, and said: 

“Under the circumstances the di- 
rector followed both the letter and 
spirit of the statute authorizing 
this confiscation. Therefore, this 
court, though recognizing and be- 
ing solicitous about, the hardship, 
is without authority to disturb the 
action of the director in confiscat- 
ing this automobile.” 





Aluminum Alloy Body for Parcel Delivery— 

This 12-foot, 440-cubic-foot body, developed by J. B. E. Olson Corp., 1740 Broad- 
way, New York, has been put into use in wholesale bakery deliveries. The body is 
designed for use on Ford trucks and may be used with single or dual rear wheels. 
Olson says that with single wheels, the unit will carry 2,500-pound payloads, and 
with duals wheels, 5,300 pounds without exceeding rated capacities of tires, axles 
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SEVEN STANDARD MODELS 
ON % TO 10 TON CHASSIS 







MODEL 19-51 EXB (Illustrated) 


America’s Most Versatile Power Wrecker 
serves the dual purpose of a power wrecker 
of advanced design and an efficient mobile 
crane or boom truck. . 

For ordinary wrecking work, towing or 
retrieving cars or trucks that are off the 
highway, in deep ditches, etc., the exten- 
sion boom quickly recovers any wreck 
without complicated rigging. 

Radically improved functional design re- 
tains all the basic features needed for 
wrecking operations—PLUS the extension 
boom which multiplies the usefulness and 
operating range of the unit. 


FEATURES OF MODEL 19-51 EXB 


Solid, forward mounted “A” frame. Exten- 
sion boom (patented) 842’ extends to 15’. 
New self-aligning head assembly with 
double cable suspension with sheaves at 
boom head—and extension end. 2 ton 
positioning hand winch. Power winch 74 
tons safe load. Remote control levers. 
Ashton spacer and lift bar. Streamline all- 
welded all-steel body. 






























Telescopic boom raises from horizontal 


MODEL 19-52 BW 


Standard heavy 
duty wrecker. 
Winch capacity 
7% tons. Ad- 
justable hand 
winch, 4 cable 
suspension. 
Streamline body 
with heavy dia- 
mond plate floor, 
sides and back 
plate, an ex- 
clusive Ashton 
feature. Ashton 


spacer and lift bar. 





THE ‘‘PROFIT MAKER” EXTENSION Boom Wrecker 


The Ashton “Profit Maker” is the lowest priced, 7 
completely equipped power wrecker built— ite 








peesedll 


renee 


‘ 
* 


The “Profit Maker" is especially 
designed for mounting on any 
¥%-1 Ton pick-up having 4-speed 
transmission and helper springs. 
Features: Welded steel A frame, 
power winch of 4-fons safe work- 
ing load, 100’ wire rope with 
hook, telescopic boom, remote 
control levers. 


FOR HEAVY DUTY WORK 
MODEL 34-10 EXB 


affords maximum power and 
efficiency. The extension boom, 
10 ton capacity, handles all 
types of wrecks .. . also serves 
as a mobile crane which lifts to 
15’ high plus special extension 
unit which gives an additional 
5%’. Write for specifications. 


BE SURE TO VISIT THE ASHTON EXHIBIT BOOTHS 7, 8 AND 9 
AT THE NADA SHOW, JANUARY 29 THROUGH FEBRUARY 2. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

The sale of new cars in Denver 
slowed down during November as 
customers looked over the field be- 
fore buying. 

Dealers sold 659 new cars during 
the month, compared with 872 in 
October. New-truck sales were 
down to 109 from 115 in the pre- 
vious month. 

During the first 11 months of 
last year, 13,284 new cars were 

registered in Denver, compared 
with 13,495 in the same period of 
1958. Eleven-month truck totals 
were 1,698 last year and 1,797 the 
year before. 

November new - car registrations 
were: Ford, 189; Chevrolet, 153; 
Pontiac, 65; Buick, 51; Oldsmobile, 
48; Mercury, 41; Plymouth, 20; 
Studebaker, 14; Chrysler, 12; Nash, 
- 11; DeSoto, 9; Dodge, 9; Packard, 
8; Hudson, 8; Cadillac, 5; Lincoln, 
5; Willys, 4; Triumph, 2; MG, 2; 

illman, 1; Kaiser, 1, and Volks- 
wagen, 1 
Truck registrations were: Chev- 
rolet, 37; Ford, 21; Dodge, 13; In- 
ternational, 11; GMC, 9; Divco, 5; 
Brown, 5; Studebaker, 2; Willys, 2; 
White, 1, and miscellaneous, 2.— 
(Ira Alexander.) 


Cleveland 

New-car sales in Cleveland 
climbed again in the week ended 
Dec. 18, totaling 1,396 or 6 percent 
more than in the preceding seven 
days. 

Used-car transactions totaled 1,- 
306, an increase of 6 percent over 
the previous week’s turnover of 
1,235.— (Sanford Markey.) 

ot * 


Salt Lake City 

A total of 110 new cars and 52 
new trucks were registered in Salt 
Lake County in the seven-day pe- 
riod ended Dec. 15. 

Car registrations were: Chevro- 
let, 33; Ford, 13; Buick, 12; Olds- 
mobile, 12; Pontiac, 12; Mercury, 
9; Cadillac, 8; Lincoln, 3; Dodge, 2; 
Nash, 2; Plymouth, 2; Chrysler, 1, 
and DeSoto, 1 

Truck registrations were: Chev- 
rolet, 16; Dodge, 11; Ford, 10; In- 
ternational, 6; GMC, 5; Diamond T, 
2; Autocar, 1, and Peterbilt, 1. 

eo * * 


Dallas 

November new-car registrations 
in Dallas totaled 3,404, an increase 
of 14 percent over the October to- 
tal of 2,981. 

New-truck sales dipped a bit, to- 
taling 398, compared with 411 in 
the previous month. 

Ford continued to hold a wide 
margin over Chevrolet, 1,068 to 
775. Pontiac, by selling more than 
twice as many units as Buick, 
moved into third place with 532, 
compared with 263 for Buick. 
Oldsmobile, which had been third 
in October, fell to sixth, with 189. 
Mercury moved up to fifth for 
November with 205. 

_ Other registrations were: Plym- 
outh, 104; Dodge, 50; Studebaker, 
38; Lincoln, 31; Cadillac, 26; Chrys- 
ler, 25; aes 22; DeSoto, 16; Nash, 
14; Hudson, 12; Packard, 10; MG, 
5; Triumph, 5; Kaiser, 4; Jaguar, 3; 
Morris, 3; Austin, 1; Hillman, 1: 
Volkswagen, 1, and miscellaneous, 


_ a registrations were di- 
vided as follows: Chevrolet, 154; 
Ford, 110; International, 52; GMC, 
38; Dodge, 17; White, 8; Stude- 
baker, 6; Mack, 4; Willys, 3; Auto- 
car, 2; Diamond T, 1; Kenworth, 
1; Reo, 1, and Volkswagen, 1.— 
(Ruby Fenoglio.) 

a x 
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Baltimore 

New -car registrations in Balti- 
more during November increased 8 
percent over the preceding month, 
while the new-truck tally climbed 
6 percent. 

A total of 1,898 new cars and 210 
new trucks were registered during 
the month. 

The new - car breakdown 
showed: Chevrolet, 569; Ford, 450; 
Pontiac, 196; Plymouth, 168; Bu- 
ick, 125; Mercury, 91; Oldsmo- 
= 68; ae 49; Dodge, 

46; Chrysler, 32; Cadillac, 24; De- 
Soto, 21; Packard, 18; Nash, 14; 
Hudson, 8; Lincoln, 6; Willys, 4; 


Kaiser, 1, and miscellaneous, 8. 

Truck registrations were: Chev- 
rolet, 91; Ford, 34; Dodge, 29; In- 
ternational, 17; GMC, 11; White, 
10; Studebaker, 3; Brockway, 2; 
Willys, 2; Diamond T, 1; Federal, 
1; Mack, 1; Reo, 1, and miscellane- 
ous, 7.— (Kate Savage.) 

+ * 


Akron 


New-car sales in Summit County 
(Akron) O., wound up 1954 ap- 
proximately 16 percent behind 1953, 
it is indicated by figures for the 
first 11 months. 


At the end of November, new-car 
registrations totaled 16,480, com- 
pared with 19,633 for the same 
months in 1953. During virtually 
every month last year, sales trailed 
those for the like month in ’53. 

November made one of the better 
showings, with 1,207 sales compared 
with 1,476 in November, 1953. 


was December, because of en- 

thusiastic reception given the 

1955 models. 

Ford has the race for individual 
honors virtually sewed up with 4,521 
registrations, as against 3,607 for 
Chevrolet; Buick’s 2,040; Plymouth’s 
1,090; Oldsmobile’s 1,087, and Pon- 
tiac’s 1,065. 

Sales of new trucks also are down 
substantially. At 11 months, regis- 
trations of 1,479 were 30 percent be- 
low last year.—(Joe Kuebler.) 

a s + 


Atlanta 


Fewer new cars were sold in At- 
lanta during November than in any 
other month last year. Registra- 
tions totaled 1,812, more than 9 per- 
cent below the October total of 
2,006. 

While new-car registrations 
slumped, new-truck sales jumped 


The bright spot of the year | to the year’s peak of 354 units. 





The October total was 2387. 

November car registrations by 
make were: Ford, 510; Chevrolet, 
482; Pontiac, 172; Buick, 140; Mer- 
cury, 118; Plymouth, 105; Oldsmo- 
| bile, 63; Dodge, 44; Cadillac, 35; 
| Studebaker, 33; Chrysler, 31; Nash, 
26; Packard, 16; Lincoln, 14; De- 
Soto, a3; Kaiser, 6; Willys, 1, and 
miscellaneous, 4. 

Truck registrations were: Chev- 
rolet, 190; Ford, 63; GMC, 36; Inter- 
national, 31; Dodge, 19; White, 6; 
Mack, 5; Studebaker, 3, and Reo, 1. 
—(E. C. Bagh.) 
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Columbus, O. 


New-car registration in Franklin 
County (Columbus), O., in the first 
15 days of December totaled 1,018, 
nearly double the 596 sold in the 
same period of November. 

New-truck registrations, however, 
fell to 67 for the first half of the 
month, compared with 102 in the 
same period of November. 


Early December registrations of 
new cars were: Ford, 264; Chev- 
rolet, 221; Buick, 92; Plymouth, 90; 
Pontiac, 79; Oldsmobile, 76; Mer- 
cury, 42; Dodge, 33; Studebaker, 
30; Cadillac, 24; Chrysler, 20; De- 
Soto, 18; Nash, 12; Packard, 6; 
Willys, 3; Hudson, 2; Lincoln, 2; 


Austin, 1; Imperial, 1; Jaguar, 1; 
and Volkswagen, 1. 

Truck registrations were: Ford, 
24; Chevrolet, 23; International, 10; 
GMC, 6; Willys, 2; Divco, 1, and 
Dodge, 1.—(Bert Strang.) 

+. * a7 


San Antonio 


Vehicle sales for Bexar County 
(San Antonio), Tex., showed an in- 
crease in November for the first 
time in several months, totaling 
1,243 vehicles as compared with 
1,077 for the previous month. 

Better new-car sales accounted 
for most of the increase, totaling 
1,079 units, compared with 907 in 
October. Truck sales lost ground, 
totaling 164, compared with 170 in 
the previous month. 

Car registrations were: Ford, 
806; Chevrolet, 258; Pontiac, 103; 
Buick, 33; Oldsmobile, 71; Plym- 
outh, 52; Mercury, 49; Dodge, 38; 
Chrysler, 19; Studebaker, 19; 
Nash, 17; Cadillac, 16; Packard, 
10; Hudson, 8; Lincoln, 8; Willys, 
6; DeSoto, 5; MG, 2; Jaguar, 1; 
Kaiser, 1, and miscellaneous, 2. 

Truck registrations were: Chev- 

rolet, 65; Ford, 32; International, 
20; Dodge, 19; GMC, 15; White, é; 
Mack, 4; Diamond T, 2, and Willys, 
2.—(J. H. Reed.) 


































The TDA “Bend Test.” We pick a trailer 
axle out of stock—run a brutal bend test 
for 1,000,000 cycles, as shown. Other 
“Torture Chamber” tests: twisting an 
axle shaft 14° backward and forward 
36 times a minute, 24 hours a day, days 
on end. Simulating a chuck hole shock 
every 4 seconds, 24 hours a day, for 






There's nothing else like it! To insure greater safety 
on the highway, we twist, smash, jerk and overload axles. 
Match every possible operating condition! 


Only TDA has it! This murderous 
beating proves in advance, that a 
TDA axle can take it on the job! 
The TDA “Torture Chamber” is a 
multi-thousand-acre proving ground 
condensed into one room. In it, our 
engineers can give axles “the busi- 
ness” — put over 50 years’ experience 
to work for you—experience gained 
in building axles for trucks, buses, 


trailers, farm machinery. Subject 
stock axles and gearing indoors to 
any outdoor operating condition — 
under scientific control and analysis. 
The result is greater highway 
safety, longer axle life, less mainte- 
nance, repairs and downtime; lower 
operating costs. No wonder Timken- 
Detroit axles are the choice of lead- 
ing manufacturers and operators. 


> months! There is nothing else like it! 





Manufactured in the world’s largest, most 
modern trailer axle plant at Kenton, Ohio. 
Staffed by highly trained technicians .. . 
backed by over 50 years of Timken-Detroit 
engineering experience. You are cordially 
invited to visit us at any time. 
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WE BEND A TRAILER 


in the famous, one-and-onlyjT 
indoor proving ground! 
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Rates with TNT, Insurance Firms Say... 


Danger Lurks in Dealerships 


(Continued from Page 3) 


ever be negligent? Or even that you 
will never be just a bit negligent?” 

The lawyer next turns to the peo- 
ple standing around the dealership. 
Suppose one got in the way of a 
ear you were backing, a dropped 
wrench, or a twisting hose? One 
could easily step into a pit or on 
a greasy step, get in the way of a 
tire iron, or stumble over a box of 
whatsits. There just isn’t any limit 
to how much a dealer might be 
sued for—and lose, the bulletin said. 

“Our careful lawyer now points 
out the possibility of the mechan- 
ical failure of a repair job done 
at your shop,” says the bulletin. 
“If this caused an accident—and 
such things happen every day— 
you, never doubt it, would be 
thoroughly sued.” 

Now the lawyer concentrates on 
losses of limited liability. A set of 
brakes that doesn’t work can cause 
one car to smash into three or four 
others on your floor. Unless a fire 
results, that wouldn’t cost a dealer 


more than $1,000. It’s money but it 
isn’t a fortune. 

“He can figure what the destruc- 
tion of your building might cost— 
by fire, wind, explosion or whatnot,” 





N. Y. Shopping Center 


Slates 2nd Auto Show 


YONKERS, N. Y.— The Cross 
Country Center, said to be the 
world’s largest suburban shop- 
ping development, will stage its 
second International Motor Car 
Show May 11-22. 

Every U.S. car manufacturer 
and many foreign makers have 
been invited to participate, it is 
said, and a majority already have 
indicated acceptance. 

Last year’s auto show was con- 
ducted by dealers in the area, but 
this year, in view of the in- 
creased scope of the event, invi- 
tations were sent direct to the 
manufacturers, show officials 
said. 









the publication continues. “The loss 
of the building, equipment and 
stock you own might well mean a 
lot to you, but our careful lawyer 
can at least put a top value on it. 
This, to him, is just a big loss, not 
an unlimited one. Added to it, of 
course, would have to be the money 
you would lose—and the profits you 
wouldn’t make—during the period 
it would take you to rebuild, re- 
place or repair. But that, too, could 
be figured. Seriously, what would 
it cost if you were closed down for 
three months? 

“There are many routine mat- 
ters our careful lawyer would con- 
sider. How about the value of 
machinery and the time it would 
take to replace it, if destroyed? 
If you sell cars, how about your 
liability for cars for sale at your 
place but to which you don’t have 
title—to say nothing, of course, of 
the value of those to which you 
do have title. As you and your 
lawyer know, big signs about ‘No 


‘Large Enough, Yet Small Eno 





Dedication of modern sales and service facilities coincided with the announcement 


of 1955 Nash models at Mierly Motor Co. 


(Nash), Altoona, Pa. D. L. Mierly, president, 


explained: ‘We try to build large enough to serve our clientele, yet small enough 


to assure close personal service.” 





Responsibility for Theft’ don’t | dollars, thinks our careful lawyer. 


help a bit. 


“Just as it would hurt if a car 
you own were stolen, so you stand 
an excellént chance of being held 
liable if a customer’s car is stolen. 
But that’s only a few thousand 
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TIMKEN 


“TORTURE-TESTED” 
For Safety on the Highway 


All lead ma manufacturers and operators 
. 


i 
Timken-Detroit safety-tested, 
quailty bell exlles ond tucine 





Timken-Detroit trailer axles 
are lighter in weight to give the 
greatest possible pay load. 
Timken-Detroit trailer axle and 
brake assemblies are proved far 





TDA cam roller mountings 
will never seize. Roller will not 
brinell in camshaft. Note clean 
. heavy stamped steel 
straddle support for positive ac- 
tion . . . long life. 





stronger, more rugged, yet safer 
in “Torture Chamber” tests. TDA 
proven, pressed steel brake shoes 
save many pounds per axle over 
old fashioned heavy cast shoes. 





Cutaway view shows cam 
mounted in new nylon bushing. 
Minimum wear even when bush- 
ings are inadequately or improp- 
erly lubricated. Cannot rust, cor- 
rode or flatten out. Save weight. 


AXLE 1000,000 TIMES 


limken-Detroit 


times as long. 


No wonder all leading trailer manufacturers and operators 
Specify Timken-Detroit Axles and Brakes! 





TDA forged alloy steel spindle, 
electrically welded to seamless 
tube. Brake mounting flange 
forged integral with spindle. 
Checked constantly for quality. 








TDA self-aligning camshaft sup- 
port bracket. Spherical support 
for instant alignment during 
assembly or replacement. Nylon 
camshaft bushings wear up to 4 










Peanuts!” 


The bulletin also mentioned thefts 
—money, tires and other goods. 


“These sad and fearful thoughts 
of our careful lawyer cover, as a 
matter of fact, less than half the 
major hazards of loss and damage 
to which your business is subject,” 
it was said. “Of course you're in- 
sured against some of them—may- 
be all of them. But are you sure? 
Have all your insurance policies 
and all the loss possibilities of your 
business been carefully analyzed in 
the past year by a competent local 
insurance man? If not they cer- 
tainly should be, as your own law- 
yer will tell you.” 


Countryman Joins 
Allen Electric 


KALAMAZOO, Mich.—Ralph L. 
Countryman, for 2% years execu- 
tive vice-president of Mathisen Tire 
Co., Duluth, has 
been appointed 
sales manager of 
Allen Electric & 
Equipment Co., 
according to 
Leonard O. Zick, 
president. 

Countryman 
formerly was 
with General Tire 
& Ru a er Co, 

™ : where assign- 
R. Countryman =ments included 
divisional managerships in Mem- 
phis and Chicago. 

Prior to these positions, he was 
with Firestone Tire & Rubber Co. 
as branch office manager and spe- 
cial divisional sales manager. 





Parker Names Keystone 

CLEVELAND.—Selection of Key 
stone Pipe & Supply Co., Milwau- 
kee, as a distributor for Parker 
tube and hose fittings and related 
products has been announced by 
D. A. Cameron, industrial sales 
manager for Parker Appliance Co. 
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PRODUCTIONS 





Imagine selling the priceless safety every- 
body wants today! Nash Double Strength 
Single Unit Body Construction—lasting- 
ly free of rattles—protects passengers 
with girders of steel, adds to resale. 





Imagine selling the easiest-to-handle big cars 
on the road. With the world’s most advanced 
front suspension, new shorter turning radius 
and ball-and-needle bearing steering, Nash 
handles like a dream. 





Imagine selling the biggest room on the 
* road—more spacious interiors than any of 
the highest priced cars can show. The 
widest front seat ever built into an auto- 
mobile, with more headroom, legroom. 


Imagine selling the “world’s finest shock- 
proof ride”. New Nash Deep Coil Springs 
are longer, softer, with three times the 
cushioning of old-style springs. Braced 
outward like “Sea Legs” to resist roll. 


Imagine selling the most modern V-8, 
with the world’s newest improvements 
—the new Ambassador Jetfire V-8. Plus 
three famous ‘‘6’s” that offer tops in 
smooth, economical performance.- 


Imagine selling, not just a wrap-around 
windshield, but the new Nash Scena- 
Ramic windshield—widest ever built 
into an automobile. Yes, Nash leads the 
world again in eye-level visibility. 










Imagine selling Chaise Longue co 
fort—one of the many uses of Air 
liner Reclining Seats (asked for by 
24% ofcar buyers in Popular Mechan- 
ics survey). Twin Travel Beds too! 


Imagine selling the world’s finest Ait 
Conditioning—at the world’s lowest 
price. It's another Nash “‘first”’ that 
millions want—All-Season Air Con- 
ditioning.* *Patents applied for 














For Nash Dealers! 


Sica you'll see it—Nash for 1955—a dealer’s 
dream of a car come true. Something completely 
different, completely advanced over the other 
1955 models you’ve seen. 


It’s completely different, completely advanced, in 
styling, inside and out... with new Scena-Ramic 
wrap-around windshield, widest of any... 

new Safety-Vu headlamps that give greater 
visibility in fog, dust and storms. . . new 
sweeping continental lines. 


In fact, authoritative trade publications predict 


that it will be the styling sensation of the year... 


another trailblazer like the 1952 Nash that set 
the pattern for other cars’ “1955 look.” 


It’s completely different, completely advanced in 
performance with a new kind of V-8 power, a 
new kind of steering, a new kind of ride, a whole 
new standard of safety, room and visibility. 


Add to all this, the fact that Nash dealers have 
the models and the value-starred prices to cover 
94% of the new car market and you see why 

it pays to sell Nash. 


THERE'S A 


Great Day Coming 
















Tune in 
Disneyland 
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Women’s Sales Angle Also on Bill... 


NADA Features Service Clinic 


WASHINGTON.—Herb C. Lam- 





be Irv Cochrun, Champaign, IIL; 


from the Strauss opera, “Die Fled- 





(U. 8. PRODUCTION ONLY) born, service merchandising con-| Al Corsini, Chicago; William Bry-| ermaus.” 
Week Week Week sultant, and Mary Davis Gillies,|den, Beloit, Wis., and Morley Day,| The cast will be headed by Kir- 
Ended Ended Ended Total, decorating and building editor of | Detroit. sten Ken on, soprano; Guen Omer- 
me. i. => —> ro to. —_ McCall’s magazine, have been| Mrs. Gillies will tell dealers the| on, saprane: Served Campbell. 
booked as speakers at the 38th an-/| techniques of selling autos to wom-| tenor, and Gene Hollmann, bariton 
AMERICAN MOTORS.. 500 618 77 «= 3,821 211,725 += 94,915| nual convention of NADA Jan. 29|en. She is the author of four books| igh a ea . 
IIE <c pusleisdbtuiens besiveveess 200 618 40 1543 176,331 31,341| through Feb. 2 in Chicago. on home decorating and will be the 
SS. ee snc 37 2,278 +«135,394 +68,574| Lamborn will serve as moder- | main speaker at the sales and mer- Chrysler Repor ts 
ator for two special service clin- | chandising business session. 
CHRYSLER CORP. .... 24,000 9,167 26,346 135,587 1,246,602 723,676 ies, according to Frank H. Yar- Also planned is a musicale by U. ie Sal es Up 16% 
Chrysler . 8,500 1,595 3,654 17,964 160,410 102,023| nall, chairman of the convention | top artists. The production, “A i 
DeSoto ..... 2,000 1,524 2,078 11,527 129,963  69,543| committee. Night in Vienna,” will be -staged Over 53 Period 
Dodge ........... 6,100 1,240 6,708 33,153 293,714 152,164| Members of the first panel will| in the Chicago Coliseum on Sun- 
Plymouth 12,400 4,808 13,906 72,948. 662,515 399,946 be Vern Marshall, Flint; Bill Gleis-| day evening, Jan. 30. DETROIT.—Sales of used cars by 
oe rag ri . , ner, Milwaukee; Len Brand, Chi- Highlights from such operettas as| Chrysler dealers for the last quar- 
FORD MOTOR . $4,100 = 21,105 = 34,113 176,065 1,546,518 1,686,609 | cago, and John Henderson, Rock-| “Student Prince,” “Gypsy Baron,”|ter of 1954 were 16 percent higher 
I Rsickcchiescsiedtvecdtesciovs 28,250 14,340 28,193 148,458 1,184,187 1,394,657 | ford, IIl. and “The Great Waltz” will be pre-| than for the same 
MIT 5 coccacsscescesoscccease 400 935 4388 2,395 41,962 35,612} Members of the second panel will|sented, climaxed by a sequence period of 1953, re- 
I i cdhactcain 5450 5,830 5,482 25,212 320,369 256,340 ay ne ae 
GENERAL MOTORS .. 64,360 35,348 63,438 316,138 2,799,615 2,873,325 manager, Chrys- 
EAT ica. tcitcicenysscr0epeis 10,860 5,982 11,314 54,111 485,353 531,286 ler division. 
Cadillac ................. 2000. «........ 2,790 14,519 108,538 123,611 - : result pm 
Chevrolet 81,700 22,670 30,584 156,494 1,477,299 1,414,286 Goud Se ena oa 
Oldsmobile 8,800 idpteveeee 8,397 42,482 319,414 433,240 that use d -car 
ED cccssivevtievseccbnoveess 10,200 6,696 9,853 48,532 414,011 370,902 stocks were 40 
KAISER MOTORS 20.0 0 oo 239 «= :11,039 += «62,479 = «17,084 —- re an 
year, Braden said. , 
MIND ossclescvaxecsevvsWisicvsoed  etniesicts >° diagi races ee 21,987 5,803 The biggest E. M. Braden 
ar a fila eckensasesdien:. wwkaspscek <p Madeioyeoe 239 1,039 40,492 11,281 overall used-car sales gain was 
S-P CORP. ................... 600 1,063 506 7,546 267,884 112,466 reached in the Far West, where a 
Packard ... 600 115 506 = 2,113 81,400 = 27,610 wide variety of tradeins on new 
1955 Chryslers and Imperials helped 
| RE ee 5,483 186,484 84,856 increase sales by 25 percent, he 
Total Cars, U. S. ....128,560 67,301 124,719 640,196 6,134,823 5,508,075 stated. J 
Braden announced the appoint- 
*Revised ment of Thomas J. Ferguson and 


COMMERCIAL CARS 
(U. & PRODUCTION ONLY) 





Lions Line Up for Buicks— 


K. N. Knoll as divisional used-car 
managers who will report to F. F. 
Ritter, factory used-car merchan- 
dising manager. 

Ferguson, who has been a district 


Week Week W 
Ended Ended _Ended Total, Members of the Detroit Lions football team receive keys to their 1955 cars from | manager in the Cleveland district, 
Jan.1, Jan.2, Dec.25, Dec., ‘Total, _—‘Total, | ivan L. Wiles (right), general manager of Buick. The players and coaches bought the | iS assigned to the central sales di- 
1955 1954* 1954* 1954 1953* 1954 \ ad from taht, veteran Lions on i in | Vision and Knoll, formerly a district 
CHE cars from Cloyce Box (second right), end and Buick dealer in 
VROLET ..... - 6200 6,702 5,164 26,280 361,833 325,598 Belton, Tex. They are (from left) Carl Karilivacz, Dick Stanfel, Harley Sewell, Laverne | Manager in the Des Moines district. 
DIAMOND T ; 90 57 90 408 8,059 3,570 | Torgeson, Assistant Coach Buster Ramsey, Gil Mains, Bill Bowman, Bob Dove, Lew has been assigned to the midwest- 
DIVCO 55 58 56 267 3,038 2,998 | Corpenter, Dick Kerscher and Assistant Coach George Wilson. The cars were delivered | CTM Sales division. Both men joined 
DODGE. ...... . 1900 1812 1900 9905 106,248 94,900| 'n_ Mint, Buick's home city a 
FEDERAL . siacaiia Te ialettese |” Seltsoaie 2,430 2,049 ~ ” ; 
RIE e200 sor ozs sss sus seas) Word /Vame to Be Car ried Production 
sete 1350 2,544 1,423 6,014 114,927 76,629 ‘s ge aes a , 
INTERNATIONAL ...... 1,890 1,528 1,685 8,022 121,552 94,793 B 9 5. 5 F [ I t ee an ks an ae GE eae 
said it plans to spend $1.5 million 
EE siiceddscnadsbsssysabetienoes 180 117 168 843 11,456 1,273 Vv ar. m m Pp emen Ss to improve facilities at its Buffalo 
BEE [hikcheshdvehinsesa ovesins 140 85 358 15,259 7,206 assembly plant. The program will 
STUDEBAKER cnpaiakt.” -aathieaes,. ~ - Sencagatsh 867 31,596 15,235| BIRMINGHAM, Mich.—Ford Mo-| Starting in 1955, we are going to|result in a capacity boost to 50 
WHITE ............... 200 208 200 995 14,079 10,756|tor Co. will use the name “Ford” | have the Ford line of farm equip- vehicles per hour, compared with 
WILLYS 1,433 1 on many items in| ment as well. the present 40. 
ethiopia nsealiieress” ‘sivensnsien ’ 587 6315 88,654 75,688 its farm machin- Duffy said the Ford name . * « 
MISCELLANEOUS 85 189 84 463 14,515 4,964 ery line beginning| initially will be on a new hay | Canadian Output 
—_—— en Ss Ss in 1955, according| baler, combine and corn picker. D 

Total Trucks, U. S. .. 18,190 19,285 18,619 98,808 1,209,794 1,024,166 to Irving A. Duffy, Commenting on the decision to| PRODUCTION of cars and treet 

general manager| put the Ford trademark on farm 0 , mn ’ 

Total Cars, Trucks, of. Ford’s tractor| machinery, Henry Ford II, said, “I|C°O™pared with 488,967 in 1953, a 
IE A ved cbensk <caussessteniesnesis 141,750 86,586 143,338 734,004 7,344,617 6,582,241 and ‘mplement| personally take great pride in this| 4¢Ccline of 28.4 percent. 

7 a division. announcement, because I feel it Last week’s output totaled 
otal Cars, Trucks, The announce-| symbolizes our determination to} 5,890 units, compared with 5,839 
RII. |: scscoinchaassnosee 5,890 6,920 5,839 25,794 488,967 350,251 moana © & use all of our resources in this| in the week earlier. 

preview of Ford’s| expanding farm machinery pro- The Ford strike continued last 
Grand Total, new farm trac-| gram. It again reiterates the fact 


Cars and Trucks, 
U. S. and Canada ..147,640 93,506 149,177 759,798 7,838,584 6,882,492 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, etc. 








I, A. Duffy 


tors which will 
be publicly announced Thursday, 
(Jan. 6). 

“At the present time,” Duffy said, 
“we have Ford tractors and the 





that tractors and farm equipment 
are as much a part of the Ford 
picture as are cars and trucks.” 
Duffy also outlined the financial 
standing of Ford’s 32 independent 


week with no settlement in sight. 





U.S. Car Output 


Production for entire year: 


N.B.: All U. S. totals include cars and trucks for military orders. Dearborn line of farm equipment.|farm machinery distributors and = 1 pm ai Pa i 1953 _ 
2,700 dealers in the United States. cae P ov. Ler 
“Our distributor and dealer Mew! Ford = 1,196,187 3 
. s = ; 38— 531,286 Buick 485,3538— 4 
New Commercial Car Registrations organization in the United States | <— 433240 Olds, Si94i4— 7 
gi ® has assets totaling approximately 5— 399,946 Plym 662,515— 3 
a quarter of a billion dollars,” 6— 370,902 Pontiac 414,011— 5 
Duffy said. He added that the | 7 956349 Mercury 320369— 6 
14 States for November 1954-1953 number of people employed at | s— 159164 Dodge  298,714— 8 
9 dealerships and distributorships | 9 493611 Caditie 108, 13 
in the sale and service of Ford | 49 499.993 Chrysl pare Aer 
Truck registrations by states tractors and equipment totals | 1; g4'763 Stude. 186484— 9 
ate released here weekly, as out ee. 12— 69,543 DeSoto 129,963—12 
compiled by R. L. Polk repre- Noting that figures for 1954 are 13— 63,574 Nash 135,394—11 
sentatives in state capitals. incomplete, Duffy said it would be| 44 __ 35.612 Line a 16 
: . “safe to say” Ford had a good year 156— 31 1 Hud Py 
in sales and in profits. Ford’s per- au am ome 
four States Previously a 3| 623 “ 4 a 4 8 13 16| I8i!|}cent of industry production rose 16— 27,610 Packard 81, 14 
eported for November 53 581 187} 649 4l 16 \4] 1899| from 18.6 percent in 1953 to 20.4 = —_ oe 40,492—17 
14 States Reported ‘54 | ‘| 3355 38] 847| 2507| 728] 1049 83 13} 12 94) 359| 49) 9242| percent in 1954, Duffy said. _ = 
To Date for November 53! 3494]  42| 805] 3943] «-825| 930] «= 0], «S| = 188} += 64} 214) ~— 34 «10625 | Duffy said Ford expects to gain ameiue” All ao iti 
Year 54) 2252 50917 “a larger share of the market in 2 
To Date 53) Isat | ya7ees| | 24 71659 Fae 7780 3691 602? 3041 oie 10546 13289| 78 97886 1955.” 





New Passenger Car Registrations, Nine States for November, 1954-1953 





2 

i 

= 

3° 
9 States Reported 54) 555 673 1228 619 391 997) + 1784) 3791 7154 203 1650} 9007) 2747 546| 9464) 2683) 3032] 18472 84 151 235 285 826 112| 33956 
‘ To Date for November 53} $92 74\ 1333 1192 768 1775; 4813} 8548) 1017! 170} 2907) 13248} 3806 662| 11020 1812} 2310] 19610 | 91 210 30! 348 887 114] 44389 

: Year *54) Soees| lenowe 72123| 102424 Sion 62784| 124606| 318737| 587910/1151924| 31599| 237153|1420676| 438721| 91563|1131502| 346613| 282946|2291345 a 15746| 23868| 34720 

To Date "53! 58945] 124095] 183040] 131941] 104500] 252834] 510768] 1000043) 917128] 35376] 233683] 1186187] 396246] 83060|1163720| 267853] 334563|2245442 1061! aid 38577| 59991 5098/14/41 14i4t6 F735 | 4919130 
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A Year-End Telegram to the 10,000 
Ford Motor Company Dealers of America 


shortly after the close of business in 1954) 


1954 was a great year for America. 


We proved that we can have peace and prosperity at 
the same time. 


1954 was a great year for Ford Motor Company, too. 


In 1954, our domestic payrolls totaled more than 
$950,000,000, averaging better than $18,000,000 each 
week. 


1954 was the best sales year in the 51 years we have 
been in business. 


In 1954, the American public bought more Ford Motor 
Company passenger cars and trucks than in any other 
year. In total, our customers selected and purchased 
more than 2,000,000 Fords, Lincolns, Mercurys, Ford 
trucks and Ford tractors. 


During 1954, the public swing to the Ford passenger 
car was clearly established. 


Complete sales information is available, at this moment, 
only to November Ist. 


For the first 10 months of 1954, more people bought 
Ford passenger cars than any other make. In fact, 
for the entire 15-month period from August 1, 1953, to 


November 1, 1954—a postwar period of free compe- 


tition—the Ford car is first in sales . . . and our sales 


are continuing at a leadership rate. 


We are proud of this record for 1954. We are grateful to 
the people who made the record possible—our employees, 
our dealers, our suppliers and, most importantly, our 


customers. 


As still another great year for America begins, we 
remind ourselves that any achievements of ours are 
made possible only by the kind of country in which 


we live and work. 


We believe that American freedom and American 
opportunity are the silent partners of all the indi- 
viduals and all the companies that have helped 
keep this country always new, young, vigorous 


arin, Aad 


and strong. 


Ford Motor Company 





(Text of a message sent by Henry Ford 11, President, Ford Motor Company, 


FORD « LINCOLN *« MERCURY CARS « FORD TRUCKS *« FORD TRACTORS AND FARM IMPLEMENTS «¢ FORD INDUSTRIAL ENGINES 





30 
Obituaries 


Pioneer Dealer Witwer, 


Nephew of Studebakers 


KANSAS CITY.—J. Frank Wit- 
wer, 84, a nephew of the founders 
of Studebaker and a pioneer dealer 
here, died Dec. 27. 


He began working in the Stude- 
baker factory in 1882 and was 
trained in various departments. In 
1888 he was named assistant branch 
manager in Dallas for Studebaker 
wagons and carriages. In 1892 Mr. 
Witwer opened his own wagon 
firm in Joliet, Ill., but returned to 
Studebaker in 1899 at the Columbus 
(O.) branch. He was general man- 
ager for Studebaker in Cleveland 
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from 1903 to 1908, when he moved 
here as vehicle manager for Stude- 
baker. He retired in 1932. At that 
time he was president of Southwest 
Motor Co., Pierce-Arrow distribu- 
tor. 


Dale E. Williams 

CHICAGO.—Dale E. Williams, 57, presi- 
dent of West Side Buick, Inc., died re- 
cently. Mr. Williams became owner of the 
firm in 1947, and prior to that was associ- 
ated with General Motors for many years. 
In 1951 he was president of the Chicago 
Buick Dealers Assn. 

+ * 


* 
Oscar G. Snipen 
ST. LOUIS.—Oscar G. Snipen, president 
of Hudson-Lindell at Grand, Inc., died Dec. 
22 at the Missouri Baptist Hospital here. 
He was a long-time member of the Greater 
St. Louis Automotive Assn. 
* * * 
George H. Comstock 
ROCHESTER, N. Y.—George H. Com- 










THERE’S MONEY BEING MADE SELLING TRAILERS. And Prairie 
Schooner mobile homes are a “natural” for the car dealer. You’ve 
already got the display and service facilities plus sales know-how. 
’*Schooner prices are right—profit margins are attractive—and 
financing is easy. Methods are practically the same as you are 
using now. These are but a few of the reasons why selling mobile 
homes is the safe, low-cost way to expand your present business. 
Investigate now the opportunities created by new ideas that have 
changed and broadened the trailer market. Write for full partic- 


ulars on dealer franchise. 
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stock, 75, retired auto dealer, died Dec. 20. 
He operated the Pontiac sales agency in 
Brockport for 13 years and iater was as- 
sociated with the Frank Wilson Packard 
Agency. 
. + * 
William J. O'Neil 
WATERBURY, Vt. — William J. O'Neil, 
84, fromer owner of a Chevrolet dealership 
here, is dead. 
* * 


* 
Max J. Shaw 
MOORHEAD, Miss.—Max J. Shaw, 61, 
owner of Shaw Motor Co. (Chrysler-Plym- 
outh), died Dec. 20 at his home here. 
* o * 


Charles G. Haubner 

LOCKPORT, N. Y.—Charles G. Haubner, 
75, automotive radiator engineer, died Dec. 
24. Mr. Haubner, who became associated 
with the late Herbert C. Harrison in the 
manufacture of radiators in 1912, was su- 
perintendent of the main plant of the Har- 
rison radiator division of General Motors 
when he retired. Since then, he had served 
as a consultant for several companies. 

* * * 


Ora H. Kinsel 


ITHACA, Mich.—Ora H. Kinsel, 77, for- 
mer partner of Clarence Goodrich and 
George O. Davis in the Davis auto Dealer- 
ship here, died Dec. 22. He retired in 1951. 

* * . 


Carl Markle 
RAVENNA, O.—Carl Markle, 58 presi- 
dent and owner of McCombe Motors Co. 
(Ford), Ravenna, died of a coronary oc- 


clusion last week. Mr. Markle founded his 
company in 1925. He also operated Markle 
Motors (Lincoln-Mercury), Akron. 


* * * 
Jack Kalman 
BALTIMORE.—Jack Kalman, owner for 


24 years of J. K. Motors Co., used-car firm, 
is dead. 


Phillips Succeeds 
Otto at Cadillac 


DETROIT. Appointment of 
Robert M. Phillips as Cadillac gen- 
eral service manager to succeed 
George W. Otto, who retired Dec. 
31, was announced last week by 
J. M. Roche, general sales manager 
of Cadillac Motor. 

Phillips has been associated with 
Cadillac in service activities for 17 
years. He has served as service 
representative at the New York 
branch, district service manager, 
service engineer for the Cadillac 
factory and in 1953 was promoted 
to assistant general service man- 
ager. 

Otto was with Cadillac for more 
than a quarter-century. 








ADVERTISEMENT 


CHROME NAME PLATES 


Precision Die-Cast 


Tri hrome plated for tastin 
n Sotainat. designs. Sketch 
submitted for your approval. =o. 


tities as low as 100 may or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in ail branches ef the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add Ome Deliar (S$!) per 


insertion for 


use ef «@ bex nember, in care 


of Automotive News. Replies te Bex Number ads: are forwarded te the advertiser, unepened, the same 


day received. Display eds: $11.20 per column inch, 


OF PUBLICATION DATE. 


per insertion. 


CLOSING: SIX DAYS 


IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


TOP FLIGHT SALES MANAGER wanted. 
Must have proven sales management or 
past dealer experience, capable of han- 
dling present sales force, hiring and 
training new salesmen as needed. Must 
be of good character, sober, aggressive, 
and able to furnish best of references. 
Salary and percentage set-up. Earnings 
unlimited for right man. Prefer man 
around 40 to 45. Well established Cad- 
illac-Olds. dealer handling from 800 to 
1,000 new and used cars per year. All 
replies confidential. Box 4439, c/o Auto- 
motive News, Detroit 26. 





USED CAR BUYERS 


Must be experienced in the purchase of used 
cars. Need two men for New Jersey; two men 
for Pennsylvania; two men for the New York 


area. 
DEALERS MART, INC. 


Aaron Koeppel 
144-10 Hillside Ave. Jamaica, N. Y. 





NEED TEN LIVE WIRE MEN to start 
with nationally advertised chemical spe- 
cialty line, spring program. Experience 
contacting automobile dealers. Can earn 
upwards of $10,000 per year. Commis- 
sions up to 50%, drawing account, fringe 
benefits. Need good car. Line established. 
Write to Liquid Glaze, Inc., Lansing, 
Mich. 


USED CAR MANAGER for hard hitting 
Chevrolet dealer. Retailing 900 units per 
year. Best family town in America where 
you can be somebody and get paid more 
than you are worth. Must have experi- 
ence and ability. Write or wire direct. 
Dale Chevrolet Co., Waukesha, Wis. 


SALESMEN WANTED. Interested in in- 
creasing your regular income. Sell as a 
side line to new and used car dealers, a 
strong repeat line of custom tailored auto 
seat covers and other fast selling auto- 
motive items. Our regular men are doing 
well and know of this ad. Many terri- 
tories open. Fabric Mfg. Co., Box 123, 
Newark, N. J. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


POSITION WANTED 





GENERAL OR SALES manager now em- 
Ployed as same. Age 32, desire change 
for higher income. Volume operation wel- 
comed. Aggressive, enthusiastic, honest, 
sincere, creative imagination. Hours im- 
material if position qualifies. Experience 
at retail sales management and factory 
level. Box 4442, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE MAN, over fifteen years 
sales and general management experi- 
ence. Married, sober, honest, and a fast 
trader. Can furnish highest qualifications 
and references. Box 4437, c/o Automotive 
News, Detroit 26. 


FINANCE COMPANY DISTRICT MAN- 
AGER desires change to dealership, com- 
pany or bank time sales dept. manage- 
ment. Solid sales, operations, insurance, 
personnel background. College, married, 
34, excellent health. Wish to apply energy, 
experience, training to more localized sit- 
uation for real opportunity. Will relocate, 
travel. Box 4438, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


AUTO SALES-SERVICE, good sales vol- 
ume, main street, attractive showroom, 
fully equipped repair department, car lot. 
active franchise, employs good help. 
priced low, terms. Apple Co., Brokers, 
Cleveland, Ohio. 


DEALERSHIP HANDLING PONTIAC- 
GMC. Midwest county seat town. Modern 
building for sale or lease. Excellent op- 
portunity. Box 4429, c/o Automotive 
News, Detroit 26. 


HANDLING DODGE-PLYMOUTH—Central 
New York. Well established. Modern ga- 
rage; complete, modern equipment. Will 
sell or rent. Box 4444, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD. Lo- 
cated on third most traveled highway in 
Texas. Box 4378, c/o Automotive News, 
Detroit 26. 





DEALERSHIPS AVAILABLE 


HANDLING DODGE-PLYMOUTH, Allis- 
Chalmers farm machinery dealership. 
Rich northe.st Louisiana Delta, two par- 
ish territory. Potential 150 cars, trucks, 
farm machinery. Write own ticket. Gov- 
ernment financing irrigation equipment 
opens vast potential that line. Have ex- 
cellent connections. If you want appli- 
ances, Westinghouse line available. ‘Past 
two years sales exceed $400,000 annually. 
Parts service absorbing overhead 10 per- 
cent plus. Business location one block 
courthouse, main street. Building 72 ft. 
by 135 ft., upstairs storage 72 ft. by 50 
ft. lrick and metal construction. Used 
car lot 100 ft. by 150 ft. Two acres land 
outside city limiis with metal building 
36 ft. by 100 ft. Business established 
1938. Real estaie, building, fixtures, 
service equipment value $60,000. Take 
$37,000. Parts department inventory ex- 
ceeds $27,000 dealer net. Nothing obsolete. 
fell 20 percent off. Dealer has extensive 
farming interests and has recently de- 
veloped heart ailment. Must qualify both 
Dodge and Allis-Chalmers. Box 4414, 0/0 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY in 
northern Indiana county seat. On main 
U. 8S. Highway, town of 7,000 population, 
trading area 30,000. Well equipped serv- 
ice department. Parts equipment, furni- 
ture and fixtures. Reasonable rent. Sell- 
ing due to poor health. 705 East Jeffer- 
son, Plymouth, Indiana. Phone 2106. 

DEALERSHIP — ONE OF ‘“‘Big Three’. 
Central Texas. Want qualified partner to 
share responsibility or will sell. Box 4434, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 











WANTED—FORD OR GM DEALERSHIP 


Am desirous of expanding operation. 500- 
2,000 car potential. Buy all automotive assets 
except land and buildings with desire to 
lease at flat figure or per car. Available 
cash. Factory approval assured. Box 4443, c/o 
Automotive News, Detroit 26. 


in en enn nna 


WILL PAY CASH FOR GM, Chrysler 
product of Ford franchise of any size. 
Southeast or southwest coast of Florida. 
Factory approval assured. Will lease or 
buy building if necessary. Box 4445, c/o 
Automotive News, Detroit 26. 


HELP WANTED 


AUTOMOTIVE EDITOR 
WANTED... 


. . . by Chicago publisher. 


Top-flight man for old and 


soundly established trade magazine. Circulation in excess 
of 100,000. Should have good automotive technical back- 
ground and capable of doing a complete and outstanding 


editorial job. 


Reply to Box 4448, c/o Automotive News, 


Detroit 26. 























BUSINESS OPPORTUNITIES 


DELUXE FLORIDA MOTEL 

34 \‘odern units and owner's 3 bedroom, 2 
path home. Compare this for year around in- 
come—Jan., $6,532; Feb., $8,026; Mar., $8,234; 
Apr., $5,976; May, $3,944; June, $6,097; July, 
$6,540, Aug., $7,768; Sept., $4,799; Oct., $5,451. 
Tota! first 10 months of 1954, $65,376, Asking 
$325,000 with substantial down payment. 

For the best Motels in Florida see 

HARRY G. ELMORE, Motel Broker 
p.O. Box 3276 Daytona Beach, Fla. 


INVESTIGATE THIS NEW WAY TO 
ADD PROFITS WITHOUT ADDING 
TO YOUR OVERHEAD 


Sell Prairie Schooner, the mobile home with 
all the BEST features. Complete line of 
models and styles—covers the market price- 
wise from top to bottom. Use your present 
sales organization and facilities for display 
and service. You've got the sales know-how 
and there's a crying need for hard-hitting 
merchandising in the trailer field. Low mer- 
chandise investment. See ad in this issue. 
Write today in confidence for full franchise 
particulars. 


PRAIRIE SCHOONER, INC. 
Elkhart, Indiana 


— 








DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 

@ Buy Right @ Sell Right 
Parts—Accessories—Equipment 

© © A disinterested certified physical 
Invent will save you money * @ 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 
SERVICE Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


Send your message across the nation 
through an 
AUTOMOTIVE NEWS WANT AD 


AUTOMOTIVE NEWS, JANUARY 3, 1955 


PARTS FOR SALE 


SUNSHINE TOP. Sliding metal door to go 
in roof of late model G.M. hard top car. 
Imported from England and never used. 
Cost us $200 but will sell for $125 with 
complete blueprints for installation. Box 
4441, c/o Automotive News, Detroit 26. 





JEEP REAR ENDS 
Army Surplus (Used) 


Complete — Ready for Use 


Write or Phone for Prices 
UNIVERSAL OIL & GAS CO. 


Canonsburg, Pa. 


CARS FOR SALE 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 


I's New —I#’'s Nice 
I#’s Detroit's Finest 


WES COON 
AUTO AUCTION 
Grand River at Telegraph 

U. S. 16 and 24 

Every Thursday at 1 P.M. 


Wade Simpson, Auctioneer 
All checks guaranteed 


Kenwood 1-9694 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ue west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


ARE YOU LOADED 
With Used Cars? 


Let Swede Anderson take your salesmen and get them 
sold retail. Averaged $224.00 over wholesale for the 


past 2 years from coast to coast. 


No guarantee. No deal too large or too small. 


Contact at once for early booking for '55. 


We had 47 satisfied dealers in 1954. 


SWEDE ANDERSON 


244 N. Terrace 


Columbus 4, Ohio 


Jordan 2387 








CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone o write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 $. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





AUTO AUCTION 
TIM ANSPACH 
“Midway,"’ Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





LINCOLN, ’53 black Capri convertible. 
Leather, power, and mint throughout. 
Local dealer will verify condition. Best 
offer. Can deliver South for cost. Box 
4440, c/o Automotive News, Detroit 26. 





CARS WANTED 


OLDSMOBILES 
WANTED 


100 new, 1955 Olds 88's, super 88's and 
98's wanted, with or without frigidaire, by 
rom other 
authorized Olds dealers only, to take 
care of record high local orders. We 
transport in groups of four from any- 
where. Wire quantity, series, accessory 
codes and prices to Box 4449, c/o Auto- 
motive News, Detroit 26 and receive our 
return wire next day. Absolutely confi- 
dential. 


authorized Texas Olds dealer 





50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 


TRUCKS FOR SALE 


1950 FORD F-7 with W45 Holmes wrecker. 


1950 Studebaker (2) with 515E Holmes 
wrecker. 1953 Ford F500 with new 460 
Holmes wrecker, 1954 Federal 7%-ton 
6x6 tandem with Garwood swing crane. 
Bill Fishel, 717 S. Vandeventer, St. Louis 
10, Mo. Phone: Franklin 11750. 


AUTO TRANSPORT. '53 GMC. Whitehead 
Kales trailer. Air. Low mileage, excep- 
tionally clean. $3,595. PH 33356. Hutch- 
inson Motor, Hutchinson, Kansas. 


TRUCKS WANTED 


WANTED—TRACTOR and convoy trailer 
to transport new and used cars. Prefer 
late model, not older than 1950. Contact 
McLean Motor Sales, Inc., P. O. Box 527, 
Lenoir, N. C. Telephone PL 4-4548. 


BUSES FOR SALE 





HOLIDAY SPECIAL 


For immediate delivery: 

I—1954 Ward school bus with Chev. chassis, 
N. Y. specs., $4,700. 2—1954 Ward school 
buses with Chev. chassis, Conn. specs., 
$4,400. I—1954 Ward school bus with Ford 
chassis, N. Y. specs., $5,100. I—1954 Car- 
penter school bus with Int. chassis, N. Y. 
specs., $5,100. 


Please cali Frank T. Mee, Jr. 


TRANSIT SALES & SERVICE, INC. 


Danbury, Conn. Tel. 3-4437 





BUSES WANTED 


54 OR 60 PASSENGER late model school 
bus wanted or will buy new one if at- 
tractively priced. Box 4446, c/o Automo- 
tive News, Detroit 26. 


AMBULANCES FOR SALE 


AMBULANCES 1950 CADILLAC Superior, 
like new, fully equipped. 1948 Cadillac 
Metior ambulance. Photo available. Box 
4447, c/o Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


USED BAY LIFT and wheel alignment out- 
fit—(cars). Telephone Pear River 5-4066. 
New York. 


COMPLETE SET OF SPECIAL and essen- 
tial Chrysler tools. Toe-in, caster and 
camber gauge and drive on floating wheel 
aligner. E. G. Weaks, Napoleon, Ohio. 


Save More Than 50% 


|. Addressograph. Model 1950, complete sys- 
tem. Grapho Type, two 70-drawer cabinets, 
one 30-drawer cabinet, counting wheel, 
15,000 frames. (Less than '/2 price!) Still 
like new. 


2. GRACO lubrication equipment; two com- 
plete sets. 


3. Ten nearly new Weaver Twin-Post Lifts. 


HALL-ROUSH STUDEBAKER 


P.O. Box 5302 Cleveland I, Ohio 





SHOP EQUIPMENT FOR SALE 


BORING BAR — Kwik-Way Lineshaft and 
Camshaft. New. Universal Oil & Gas Co., 
Canonsburg, Pa. 

SHOP EQUIPMENT WANTED 

WANTED USED SHOP EQUIPMENT, 
Bean front end aligner, Hunter wheel 
balancer, work benches, etc. Give price 
and condition. Beach’s Auto Service, 2025 
Gervais St., Columbia, 8. C. 


MIS) Us 








Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC 
TOW . GUIDE 


and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


America’s Best 
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MISCELLANEOUS 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
. . - also Safety Chains 


BE SAFE — BUY 


Automatic Braking 


COMPLETE with 
$ 41 45 


Guide Cables and 

BRAKE HOOK-UP.......... - 
Meets ALL 1.C.C. Requirements 

ahh 


WITH BRAKE HOOK-UP 


ONLY...*°51* 


Meets |.C.C, Strength Requirements 


LESS 


—-SPECIAL— 


Protecto Covers (Tailor Made) 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


CASE with’ Wheels & Handles? 1 3699 


(Add 55¢ for Padlock with 2 Keys) 


QUICK-TOW Bumper- 
TRI-KING 3-Point Hook- 
Up intra-State Tow sor. 942.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 





Auto Sales Manager 
FOR NEW CAR DEALERSHIP 


The man we are seeking must be one of the top 10 auto 
sales managers in America. To take ‘charge and operate 
a large dealership in Northern N. J., one of the “Big 
Three" profitably and successfully in today’s market. Must 
be an exceptional individual who can develop new busi- 
ness, hire, train and direct our sales personnel, help close 
deals and have present proof of accomplishment. An ex- 
cellent salary will be paid to the one who can qualify for 


this position. 


Please do not apply unless you have a proven record of 
accomplishment and can stand rigid investigation of your 
past performance. Send full resume. Address Box 4431, 
c/o Automotive News, Detroit 26. 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Before you sign 


on any dotted line, 


remember... 


INTERNATIONAL offers the world’s most complete truck line 


The INTERNATIONAL Truck Dealer enjoys 
the kind of advantages that make his fran- 
chise a cherished possession — and a profit- 
able, enjoyable way of life. 

He’s well ahead of the parade in sales 
opportunities. Because he offers the world’s 
most complete truck line, every truck owner 
is his prospect. 


He has leadership that helps him sell. 23 
straight years of leadership in the heavy 
duty field! 17 straight years in the multi- 
stop delivery field! 20 straight years in the 
6-wheel field! 


He has a reputation for quality that helps 
him sell. Because INTERNATIONALS are fa- 
mous for their ability to stay on the job, his 


customers stay with INTERNATIONAL, and 
with him year after year. 


Franchises are available in a few choice 
locations. Before you decide on any change, 
write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue - Chicago 1, Illinois 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
See the season’s new TV hit, “The Halls of Ivy,” with Ronald Colman and Benita Hume, Tuesdays, CBS-TV, 8:30 p.m., EST | 


INTERNATIONAL TRUCKS 


Standard of the Highway 








